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ii times winner 
in_ 16 months 


The Safety Stutz has won every contest entered! 
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sone RED BALL Model “L’’ $10.00 
ev. ok® (Illuminated) 
of Te RED BALL Model “S” $12.50 
oe (Illuminated Steering 
og Nod Column mtg.) 


G. H. TOWNSEND 
At the finish of the 
Gold Cup race. 
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T’S a Farran-oid—the belt 
l that helps. fans pull heat out 
of radiators as fast as even the 
new high-speed motors can 
put it in! 


MOTOR AGE 


woven loose in the centre, tight 
at the edges, and flexes naturally 
over the crown of the pulley. 


It stays sold—and helps you 
sell other items! 





It won’t stretch. It is heat- 
proof, oil-proof and water-proof. 
Its life is long, because it is 


THE FARRAN-OID COMPANY, Akron, Ohio 


farran-oid. 
“products 


Car Washing Hose 
p Tube Patches 
Ford Floor Mats 


If you haven’t the Farran-oid 
catalogue, mail the coupon— 
NOW! 












Radiator Hose ,. Garage Air Hose , 
Blow Out Patches " Tire Plasters 
Combination Patches . Tire Flaps 
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of 125,000 buses and trucks on Budd-Michelin Dual 





Wheels are averaging from 15,000 to 20,000 miles and 








better to the set of tires . . WHY? . . Because .. 
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Budd Duals 














can’t 












and they 





can’t wobble 


shimmy 





stop sidesway! 

















Budd Duals always run as true 
as an arrow—they can’t get 
out of alignment— 


No loose rim clamps. 


BUDD Wheel 








So a tire can’t be put on 
crooked— 


This positive, permanent 
alignment is made possible by 
Budd Dual design. 
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The make of MOTOR is scarce- 
ly more important than the 
make of CRANKSHAFT. 





THE CRANKSHAFT MAKERS 
WORCESTER.MASS. 
HARVEY. ILL. 
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Fibune 
and dornaine Light 


won out. n aby way 


Ler HAMMOND 
General Manager, 


Lorraine Corporation. 


cessory manufacturers, 1927 
has been “not so good.” 


Pees SOME automobile ac- 


Tougher competition was not 
matched by more ag¢gressive ad- 
vertising and selling. In a buy- 
ers’ market, many manufacturers. 
continued with magazine pages to 
impress dealers. But did they 
increase sales? 


Accessory manufacturers who 
have not had a healthy increase 
in business in 1927 will be inter- 
ested in the following story of 


Lorraine Light. 


Lee Hammond, general man-— 


ager of the Lorraine Corpora- 
tion knew that he had obstacles 
to overcome in 1927. He had a 
high-quality, high-priced article 
to sell in a buyers’ market. Read 
his letter. It presents his situa- 
tion. No sales manager would 
call it a “set-up.” 


But Hammond had faith in the 
power of advertising to produce 
sales. To do his advertising job 
he selected full pages in the roto- 
gravure picture section of The 


Chicago Tribune. 


In the face of price cutting, in 
a hard-boiled, highly competitive 
buyers’ market, Lorraine, using 
The Chicago Tribune exclusive- 
ly, made a gain in sales of more 





"Lorraine has won out in a big way. 


' sales for the seven months of The Tribune 
campaign increased 44.1 per cent over the 
corresponding period of last yesr. 
consider this a renarkable showing = = 

due very largely to the enormous prestige 


and acceptance our Tribune campaign has 


built up for our product." 


Lee. Haren 


General Manager, 
Lorraine Corporation. 


than 44 per cent. . . . “A re- 
markable showing,” writes Lee 
Hammond, “due very largely to 
the enormous prestige and ac- 
ceptance our Tribune campaign 
has built up for our product.” 


“This year has been a hard one 
in the automotive industry,” he 
continues, “It has been a buyers’ 
market. But one of the bright 


“spots is the success achieved by 


the Lorraine Driving Light. I am 
proud to give the figures, for 
The Chicago Tribune deserves a 
great measure of the credit. 
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“Competition has 
been very keen in our 
field. Our product is 
Our high grade and high 
priced. There are doz- 
ens of cheaper lights on 
the market, and a few 
which have attempted 
to imitate the Lor- 
raine —in appearance 
at least. Dealers have 
been tempted with the 
old artificial set-up of 
high list price and long 
discounts. Prices have 
been cut way below 
ours, and vigorous ac- 
tion was necessary. 


We 


“Our action took the 
form of a schedule of 
full pages in The Trib- 
une Rotogravure Sec- 
tion, and it has been 
tremendously effective. For, in 
spite of the stiff competition and 
price cutting by other manufac- 
turers, Lorraine has won out in a 
big way—our sales for the seven 
months of The Tribune campaign 
increased 44.1 per cent over the 
corresponding period of last year.” 


Buying doesn’t slump when the 
power of Tribune advertising 1s 
called upon to make sales. What 
it has. done for Lorraine it can 
do—and has done — for other 
manufacturers of accessories, of 
tires, of automobiles. 


Chicago Tribune 


THE WORLD’*S GREATEST NEWSPAPER 
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New Opportunity 
to Enter the 





Automobile Business 


One of the world’s largest and oldest 
automobile manufacturers is estab- 
lishing dealers to sell a new six- 
cylinder closed car which will list at 


795 


THER models of this same manu- 
facturer range in price up to $2250. 
They will all be available to the dealers 
who handle this new popular priced car. 
In communities of small size, how- 
ever, you need contract only for the 
fast-selling low-priced model. 


Practically no capital needed 


A contract has been worked out to 
enable dealers to get started represent- 
ing this new car with hardly any in- 
vestment. 

A sliding scale of commission increases 
from the base figure if the dealer main- 
tains a demonstrator, handles trade-ins, 
and maintains a service station. 

It is not necessary to do any one of 
these things at the start, but they may 
be added one by one as time elapses. 
Profits will thereby be increased. 


F, O. B. 
FACTORY 





Most favorable franchise 
ever offered 


If you believe that you have the abil- 
ity to sell in your community an auto- 
mobile that is destined to be the sensa- 
tion of 1928—a closed car that will offer 
for $795 a beautiful exterior, lacquered 
in the latest fashionable shades, an inte- 
rior luxuriously upholstered, arm rests, 
ash receiver, gasoline gauge on the dash, 
coincidental lock to steering and igni- 
tion, steering wheel control of twin- 
beam headlights, rear vision mirror, au- 
tomatic windshield cleaner and similar 
refinements— proved power to maintain 
high speed indefinitely—quality con- 
struction throughout—if you are able 
to sell such a car in your community, 
send in the attached coupon at once. 
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Chicago, III. 


six-cylinder car you are advertising. 
Name 







1 Room 2615, 310 S. Michigan Ave., Dept. 51 


Send further particulars on the franchise for the new $795 
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4-DOOR COUPE i, 


$1445 


f. o. 6. factory 
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A New Car to Enlarge 
the Nash Market Still Further 


With the introduction of this Nash 4-Door Coupé on the Spe- 
cial Six chassis Nash dealers are now equipped to sell an even 
greater share of the market covered between $865 and $2165. 


Priced at $1445 this model is sure to prove a magnet to buyers 
seeking a car of superb quality, exceptional 7-bearing motor 
performance, at a moderate price. 


At the front is a distinctive visor and the rear is smartly 
finished in fabric with nickeled coach-bars. At the back is a 
big, built-in, nickel-strapped custom trunk of great practical 
convenience 1n the way of carrying capacity. 


The handsome interior is tastefully done in deeply-tufted, 
taupe, mohair upholstery. The door and window panelings 
are of genuine walnut; the instrument board is also in walnut 
finish. Hardware is in a finely fashioned pattern, and there is 
a handsome vanity case and smoking set contributing to the 
atmosphere of luxurious quality. 


Krom every standpoint this model is destined to be as popular 
a development in the Special Six series as the Ambassador 
has proved to be in the Advanced Six line. 


Under the expansion program of The Nash Motors Company 
chere are new and valuable territories now ready to be 
awarded. Wire or write the Sales Department otf The Nash 
Motors Company, Kenosha, Wisconsin, for full particulars. 


NASH 


Leads the World in Motor Car Value | (7047) 
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What is Back of 


New Departure © 
Success ? 








HE excellence of New Departures 
may be traced directly to three 


things: 


7 


Persistence in the quest of quality— 
in steels—in design—in uniform 
precision. 


Experience—from an intensive study 
of bearing application over a period 
of years by men who, from their solu- 
tion of many problems, have become 
recognized as specialists. 


Resources for research enable New 
Departure constantly to improve both 
the quality of the product and the 
means and certainty by which this 
quality is determined and maintained. 


THE NEW DEPARTURE MANUFACTURING COMPANY 
BRISTOL, CONNECTICUT 
an Francisco 


Resident representatives in all industrial centers. 
Service stocks in eight hundred American cities. 
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ANNOUNCING 


America’s Most Powerful 
Motor Car 


The New 112 Horsepower 


CHRYSLER 


IMPERIAL * 


N the New 112 h. p. Imperial 

“80”— America’s most powerful 
motor car— Walter P. Chrysler and 
his engineers present to its dealer 
organization what they believe to 
be the most notable car ever pro- 
duced under Chrysler auspices. 


Its price range of $2795 to $6795 
includes some of the finest custom- 
built bodies by the country’s lead- 
ing designers and still further 
widens the scope of Chrysler dealer 
operations. 


With this addition the Chrysler 


sales franchise now not only in- 


CHRYSLER SALES CORPORATION, 





O 


cludes four complete lines of cars 
beginning at $725, but also offers 
a product to suit the exacting re- 
quirements of those accustomed to 
the finest motoring and to whom 
price is no object. 


For complete details of the New 
112 h. p. Chrysler Imperial “80” 
be sure to see the Saturday Evening 
Post issue of November 26th and 
metropolitan newspapers of the 


week of Sunday, November 27th. 


DETROIT, MICHIGAN 


CHRYSLER CORPORATION OF CANADA, LTD., WINDSOR, ONTARIO 
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Public Showing of 
New Fords Dec. 2 


Line Will Be Displayed in 46 
Cities of U. S., Canada 
and England 


WHEELBASE 


103% IN. 





DETROIT, Nov. 30—The new Ford 
is here. It was unveiled to all branches 
of the press, both daily newspapers and 
business papers, on Wednesday, Nov. 
30. It will be given its first showing 
to the public Dec. 2. 

There will be 46 major displays of 
the new car in the principal marketing 
centers of the United States, Canada 
and England, beginning Dec. 2. The 
Detroit exhibit will open on that morn- 
ing in the Convention Hall, where 35 
of the new cars will be shown. 

Dealers in the Detroit area do not 
expect to have cars for individual dis- 
play until several days after the first 
public showing. 

Advance advertising began in the 
dailies throughout the country on Nov. 
28. Other insertions followed on Nov. 
29 and today. Insertions scheduled for 
tomorrow and next Monday will com- 
plete the opening campaign of an ap- 
propriation which is said to total $15,- 
000,000. 


Full Details Available 


Description and illustrations of the 
new Ford appear on page 30 of this 
issue of MoToR AGE, 

Readers are requested to read the de- 
scription and compare it with the ad- 
vance description published in MOTOR 
AGE on Sept. 15—two and one-half 
months ago. 

That description contained the fol- 
lowing mechanical details: 4-wheel 
mechanical internal brakes, selective 
transmission, clutch similar to Lin- 
colns, counterbalanced crankshaft, bal- 
loon tires, wire wheels, irreversible 
steering gear, bore 3 2/8 in., water 
Pump, oil pump, heavier crankshaft, 
“L” head engine, lighter flywheel, front 
axle heavier with drop center, springs 
Similar to Model T but thinner leaves, 
Wheels on roller bearings, full crown 
fenders, gas tank under cowl and snub- 
bers on all models. 











Motor AGE Readers 
Got Ford News First 


OTOR AGE is pleased to 
offer its readers in this 
issue the first description of 
the new Ford Model A written 
from official information, with 
pictures. It is interesting to 
note that this official informa- 
tion verifies the advance de- 
scription published in MOoToR 
AGE Sept. 15, two and one-half 
months ago; the unofficial pho- 
tographs of the Tudor sedan, 
published in our Nov. 10 issue, 
and the unofficial illustrated 
description, published in our | 
last week’s issue, Nov. 24. In | 
newspaper parlance these were 
clean scoops. MOoTOR AGE is 
happy to have rendered this 
enterprising service to _ its 
readers. 
Turn to Page 30 for the com- | 
plete illustrated description. | 


























Paige Sales Show 
24 Per Cent Gain 


DETROIT, Nov. 29—Sales for the 
first half of November for Paige cars 
shows a 24 per cent increase over Oc- 
tober sales during the corresponding 
period, the factory reports. 

Paige sales in October marked a 17 
per cent increase over those of Septem- 
ber, November keeping up the increase 
to an even greater degree, gives every 
indication that this rise in volume of 
sales will continue. 





Dealer Day Every Day 
at New York-Chicago 


NEW YORK, Nov. 26—The service 
and equipment sections of the National 
automobile shows in New York and 
Chicago will be closed to the general 
public until five o’clock every day, thus 
affording dealers and others who are 
vitally interested in equipment and ac- 
cessories an opportunity for uninter- 
rupted examination of the various 
articles shown and a more careful study 
of operation of the machinery. 


deGuichard Heads 
AC Spark Plug Co. 


Succeeds Late President; H. 
H. Curtice Promoted to 
Vice-Presidency 


BOTH YOUNG MEN 





FLINT, MICH., Nov. 26—B. W. de- 
Guichard, vice-president and general 
manager of AC Spark Plug Co. for 
many years, has been named president 
and general manager, according to an 
announcement by Alfred P. Sloan, Jr., 
president of General Motors Corp. of 
which the AC company is a subsidiary. 
At the same time, the appointment of 
H. H. Curtice, assistant general man- 
ager, to that of vice-president and as- 
sistant general manager was made. 

Mr. deGuichard succeeds the late 
Albert Champion, who died in Paris 
last month while on a business trip 
abroad. 

Soon after his appointment Mr. de- 
Guichard declared: “We know what 
Mr. Champion’s aims and ideals were 
and the organization will carry on un- 
der the inspiration of our late and 
beloved leader. 

“The organization of the AC Spark 
Plug Co. has been built up, increased 
and perfected in a steady, gradual 
growth and is made up of a personnel 
qualified to carry on the present work 
and to achieve even greater things.” 

The new AC president, who has been 
prominently connected with the auto- 
motive industry virtually since its in- 
ception, was born in Denver, Dec. 28, 
1885. During his youthhood his parents 
moved to England and later to France, 
in which countries young deGuichard 
received his early education in the 
schools of those countries and under 
private tutorship. 

(Turn to page 13, please) 





Two More Leave Ford 

DETROIT, Nov. 28—Fred H. Diehl, 
purchasing agent, and E. P. Hobart, 
service manager, have resigned from 
the Ford Motor Co., closely following 
similar action of W. A. Ryan, general 
sales manager. They had been with 
the company more than 20 years. 
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Haresnape Stutz 


Tone Sales Head 


Former Three A Man One of 
Four to Be Added by 
Car Maker 


INDIANAPOLIS, Nov. 93—Four new 
district sales managers have been add- 
ed by Stutz Motor Car Co. of America, 
Inc., in an expansion of its sales pro- 
gram and a redivision of its sales terri- 
tory. The appointments were made by 
Col. E. S. Gorrell, vice-president, and 
are headed by Val Haresnape, who has 
resigned as executive secretary of the 
contest board of the American Auto- 
mobile Association. 

Mr. Haresnape’s district includes 
Maryland, New Jersey, Delaware, Dis- 
trict of Columbia and upper New York. 
Previous to joining the A.A.A. he was 
manager of the Los Angeles Retail Mer- 
chants Association and had been active 
in sales capacities in other industries. 

J. C. Thorpe will have charge of the 
Pennsylvania territory; Herbert L. 
Clay, California, Nevada, Washington, 
Oregon, British Columbia and Lower 
California, and Kelly R. J acoby, west- 
ern Missouri, Kansas, Oklahoma and 
Texas. 

Mr. Thorpe has been a distributor 
and was manager of the National Auto- 
mobile Trade Association prior to the 
formation of the National Automobiie 
Dealers Association. Mr. Clay has been 
an automobile representative on the 
coast and for two years was in charge 
of distribution at the Stutz factory 
sales department. Mr. J acoby has been 
identified with the sales organizations 
of several leading car builders. 





Harrington Goes Abroad 

NEW YORK, Nov. 26—N. T. Har- 
rington, secretary and treasurer of the 
Simplex Piston Ring Co. of America, 
Inc., sailed recently for Europe. Mr. 
Harrington will visit England, Sweden 
and Germany during his trip, for the 
purpose of checking up on the steel 
supply for the expanders used with 
Simplex rings. At the present time 
the special steel for these expanders is 
coming from Sweden, but the rapidly 
increasing Simplex business makes it 


necessary to investigate other sources 
of supply. 




















$100,000 a Year or 
Salesmanship 


Made Easy 





Lesson Number 4: 
Down 


“Breaking 
Resistance” 





























S 1x months ago the gent at 
the right was a barber, the 
same as you, my friend. By 
taking our course in salesman- 
ship, he has become known as 
the most productive seller of 
hash-brown potatoes in Amer- 
ica. Note how he works. 
Skillfully, but unobstructively 
he has talked the prospect to 
the point where indecision be- 
gins. Just at the psy—physi- 
colog—well, anyway; just at 
the right moment, he thrusts a 
hash-browned potato into the 


prospect’s hand. “Our hashed- 
browns are finished in weather- 
proof, oven baked enamel,” he 
says with a rising inflection. 
And it almost nearly always 
results in another potato sold 
and a corresponding entry into 
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THE perfect mechanic can al- 
ways get a job out just when tt 
is promised even though he is 
| interrupted and put on other jobs. 
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the commission book. 








Allison Heads Denver 


Dealers’ Association 
DENVER, COLO., Nov. 28—H. M. 
Allison, president of the Allison Motors, 
Dodge dealer, was elected president of 
the Denver Automobile Dealers’ Associ- 
ation at the annual meeting held Mon- 
day, the fourteenth at the Brown Palace 
Hotel. He succeeds Ralph Fishel, of 
the Fishel-Walker Buick Co. A. 5. 
Broadhead, of Tom Botteril, Inc. was 
chosen vice-president, Tom Braden was 
re-elected as secretary, Robert S. 
Stovall, Stovall-Hilliker ; E. C. Boyle, 
Boyle and Blunt, and W. A. Vimer, 
Chevrolet Co. were elected directors for 
two years. Oscar A. Kelton, Broadway 
Buick Co. was elected director for. one 
year. 

Raymond T. Young, O’Meara-Y oung 
Motor Co. was appointed manager of 
the 1928 Automobile Show to be held 
in the Municipal Auditorium Feb. 27 to 
March 3. 
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Save-a-Life Plan 
Successful in Md. 


State Assembly May Pass Law 
Making Inspection 
Compulsory 


BALTIMORE, Nov. 28—The Save-a 
Life campaign conducted in Maryland 
from Oct. 24 to Nov. 12 has had some 
excellent results, according to those who 
have just completed tabulating the 
statistics. A surprisingly large num- 
ber of cars tested were found to be in 
need of adjustments and service. John 
E. Raine, secretary of the Baltimore 
Automobile Trade Association, Inc., 
compiled the final figures. 

A total of 115,050 cars were tested 
and more than 36 per cent needed re- 
conditioning of some kind, it was an- 
nounced. Of the total inspected only 
73,210 were found to be in safe condi- 
tion. 

It was found necessary to adjust 
brakes on 16,541 cars, OF 14 per cent, 
and brakes were relined on 5749, or 
4% per cent. ; 

Only one case came to the attention 
of the officials in which an owner re- 
fused to have the inspection made be- 
cause he considered it an infringement 
on his rights. About half of the cars 
in the state were tested, it was said. 

A marked improvement in lighting 
systems was reported as a result of 
the campaign. 

Plans are under way to ask the next 
session of the Maryland general assem- 
bly in 1929 pass a law making the in- 
spections compulsory. It is believed 
that the measure will pass both house 
and senate. 





No Durant Merger? 

NEW YORK, Nov. 9¢—Reports of 
a merger which W. C. Durant, presi- 
dent of Durant Motors, Inc., was de- 
clared negotiating with six other com- 
panies, Hupp, Chandler, Peerless, 
Moon, Gardner and Jordan have not 
been borne out by developments of the 
week. Denials were entered by execu- 
tives of several of the companies. 

The report had it that Hupp would 
form the keystone of the combine an 
that several parts and a body company 
would be included. 


| Bieenp-iom 


A GOOD parts man can obtain 
instantly and fit to Mr. Jones 
Ford any accessory that Mr. Jones 
has seen on any Packard 9 


Cadillac. 
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An Inexpensive Autumn Window 


La WRENCE MOTOR CO., Dodge dealer of Emporia, Kansas, sends us this one for which much thanks is herewith 
expressed. The illustration shows one of that company’s recent window displays which was installed at a total cost of 


40 cents, spent for wire. 


Needless to say it’s a whole lot for the money, in fact, the most we ever saw. When are 


you going to send yours? If it’s as good as the one above you won't have to wait long to see it reproduced on this page. 





Radio Sellers Few in 


Auto Service Stations 


WASHINGTON, Nov. 28—Who sells 
radios ? 

A survey just completed by the 
electrical equipment division of the 
U. S. Department of Commerce, among 
3046 radio dealers, answers the ques- 
tion and shows some interesting phases 
in the retailing of radio equipment and 
its relative position to the automobile 
industry. 

Out of the 3546 dealers, the returns 
show that 206 automobile agencies or 
).8 per cent, sell radio equipment. Of 
the total list, 202 dealers or 5.53 per 
cent sell batteries and ignition supplies 
as well as radio equipment. Out of 
the 3500 dealers, 156 also sell tire and 
tire repairs, while of the total list, 47 
dealers handling radios are primarily 
engaged in automobile service stations, 
and 37 dealers are primarily engaged 
in the sale of automobile accessories. 


Must Present Stubs 
SYRACUSE, N. Y., Nov. 27—Regu- 
lations governing the sale of license 
plates in this state this year include 
the provision that applicants must 
Present the stub of their last year’s 


registration certificate to obtain a new 
one. If they cannot do this they must 
present a bill of sale. This is being 
done to make every applicant prove 
ownership and to prevent holders of 
stolen cars in getting plates. 

Dealers obtaining plates for new 
cars must present bills of sale or other 
certificates to prove ownership. This 
is being done to prevent “double 
financing” of cars several cases of 
which have cropped up in this vicinity 
during the past few years. 





Delco Sales and Service 
Office Moved in Ohio 


CANTON, OHIO, Nov. 28—An- 
nouncement is made that factory sales 
and service headquarters of the Delco 
Light Co. covering 18 counties, have 
been removed from Cleveland to Can- 
ton. 





Hooey-ism 
A GOOD sales manager is able 


to sell fleets of cars to jobbers 
that the buyer of his company 
will not patronize. 











American LaFrance to 


Handle Stewart Trucks 


DETROIT, Nov. 29—The American 
LaFrance and Foamite Corp. announc- 
ed today that it has consummated an 
arrangement with the Stewart Motor 
Corp., of Buffalo, for the sale and 
service of Stewart trucks through 
American LaFrance branches. Here- 
tofore, the American LaFrance, in 
addition to its line of fire engines, has 
specialized in heavy duty trucks and 
the addition of the Stewart line, which 
for 14 years has specialized on a line 
of light duty moderately priced trucks, 
will round out the American LaFrance 
offering. It is stated that the arrange- 
ment goes into effect at once. 





Ballantyne Advanced 

SYRACUSE, N. Y., Nov. 29—C. F. 
Gilmour, president of the C. G. Gil- 
mour Co., distributor for Dodge 
Brothers cars in Syracuse, has an- 
nounced the appointment of T. R. 
Ballantyne as manager of the used car 
department of that company. 

The Gilmour company has just com- 
pleted a two weeks sale of used cars 
which resulted in the sale of $25,000 
worth of machines. 
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Gardner Eight is 
Listed at $1,195 
Seven Models in Lowest Price 


Eight-In-Line Fully 
Equipped 





ST. LOUIS, Nov. 28—An eight-in- 
line automobile at $1,195 features the 
Gardner program for i928. This is 
the lowest price ever placed on an 
eight. 

The Series 75 roadster at $1,195, is 
one model of seven, the others being a 
standard victoria coupe at $1,295, a 
standard sport coupe at $1,295, a stand- 
ard club sedan at $1,495 and a de luxe 
sedan at $1,595. These represent de- 
creases of $100 in the de luxe sedan, 
the standard club sedan, both coupe 
models and the roadster. 

New equipment on the de luxe mod- 
els includes gasoline gage, snubbers, 
front and rear bumpers, automatic 
chassis lubrication, air cleaner, gasoline 
strainer, oil filter, thermostatic heat 
control, vibration damper, rear vision 
mirrors, stop light, automatic wind- 
shield wiper, ignition lock and engine 
heat indicator. 

Standard equipment on the 75 in- 
cludes snubbers on front, bumpers on 
front, thermostatic heat control, rear 
vision mirror, stop light, automatic 
windshield wiper, and ignition lock. 





Changes Show Date 

ST. LOUIS, Nov. 29—Because of un- 
avoidable building conditions the St. 
Louis Automobile Dealers’ Association 
has found it necessary to change the 
dates of its annual automobile show 
from Feb. 20 to Feb. 6-11 inclusive. 
This advances the show two weeks 
bringing it immediately after the close 
of the Chicago Show. 

Robert E. Lee, manager of the St. 
Louis Show, is already busy installing 
fittings for the Shop Equipment Show, 
which is in the immense City Garage 
at Broadway and Lucas avenue in St. 
Louis. 








| Modern Hobo 


MOTORIST, driving from 

Eugene to Springfield, 
Ore., overtook a man walking 
and carrying an axle over his 
shoulder. Stopping his car he 
asked the wayfarer if he would 
like a ride. The man ac- 
quiesced. 

“How far from town did you 
break down?” asked the good 
Samaritan. 

The wanderer smiled. “I 
have no car,” he answered. “I 
paid 25 cents for this second- 
hand axle and I’m using it to 
work my way to. Boston, 
Massachusetts.” 

Further inquiry elicited the 
fact that the longest distance 
the man had walked since 
starting on his trip was 100 
yards. Always a fellow motor- 
ist had come along and asked 
him to ride. 

















L. H. Gilmer Plant Fire 
Slows Large Ford Order 

DETROIT, Nov. 29—The plant of the 
L. H. Gilmer Co., at Wayne, manufac- 
turer of cotton belting and other ma- 
terials used by the automotive industry, 
was swept by fire Friday with a loss 
estimated at $150,000. The factory was 
working at capacity in order to com- 
plete a huge order from the Ford Motor 
Co. for material to be used in brake 
bands. 

It is reported that other factories 
owned by the company in the East will 
be in a position to absorb the production 
formerly carried on at Wayne. 


Burd Co. to Expand 
ROCKFORD, ILL., Nov. 28—The 
Burd High Compression Ring Co. is 
laying plans for extensive increase in 
production facilities. 





Motor Age 


House Committee 
Halves Excise Tax 


Measure to be Reported at 
Next Session of 
Congress 





WASHINGTON, Nov. 28—By a final 
vote of 18 to 5 the House Ways and 
Means Committee has voted to reduce 
the 3 per cent excise tax now collected 
on automobiles to 1% per cent. The 
measure as it will be reported to the 
House for consideration at the forth- 
coming session of Congress will, there- 
fore, provide that all automobiles sold 
in the future must pay the 1% per cent 
excise. tax. 

Rep. Jack Garner, of Texas, Demo- 
cratic majority leader, following the 
final vote, announced to members of 


the committee that he reserved the 


right to introduce an amendment for 
the complete repeal of the tax when 
the measure comes up on the floor for 
action. He declared that the tax was 
undoubtedly unpopular and so dis- 
criminatory that it should and _ prob- 
ably would be defeated on the floor of 
the House. 

Nearly a score of national organi- 
zations voiced their protest at the con- 
tinued collection of the automotive ex- 
cise tax during the hearings before the 
committee on the measure, including 
the National Automobile Chamber of 
Commerce, which also, through its rep- 
resentative manufacturers, sent a dele- 
gation here to enlist the aid of the 
president. 





Moon Lowers Overhead 

NEW YORK, Nov. 28—Stewart Mac- 
Donald, president of the Moon Motor 
Car Co., has expressed himself as highly 
optimistic over the outlook for 1928. 
His company’s economies in operating 
have resulted in a 37 per cent decrease 
in overhead and general expenses, he 
said. Sales are excellent and the new 


models are attracting widespread at- 
tention. 





+—+4+—-+4- 


Showmanship.” 





Successful Showmanship 


national exhibits of automotive wares are spread out to whet the consumer’s appetite. Merely con- 

ducting a show is one thing; running a successful one is something else again. It is every association’s 
aim to hold a successful show. Some do and some don’t. 
In next week’s issue of MoToR AGE, dated Dec. 8, an association man who has been eminently successful 
in managing automobile shows, takes his typewriter in hand and pounds out an article entitled “Successful 
His formula makes interesting and instructive reading. 


y| N the winter a dealer’s fancy expectantly turns to automobile shows. 


+ + + + 
NOTHER dish of good stuff is given under the heading “Winter-Proofing the Closed Car Roof.” This 
was scheduled to run several weeks ago but was put off because of an influx of new-car descriptions. 


And those who don’t can be shown how to show. 


—+—-+-+ 


It is the season when local and 
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deGuichard Heads 
AC Spark Plug Co. 


H. H. Curtice Also Promoted 
Following Death of 
Late President 








(Continued from page 9) 


At the age of 14, consumed with 
the bicycle craze, which was the nation- 
al sport in many of the European 
countries, he started racing in France 
as an amateur. The next year, at the 
age of 15, he promptly won the Middle 
Distance Amateur Championship of 
France, an honor in those days some- 
what akin to being placed on the offi- 
cial mythical All-American football 
team. 

This major distinction prompted the 
youthful champion to seek further and 
more far-reaching recognition in the 
leading sport of the day, and he turned 
professional the following year. It was 
then that he returned to his native 
America and began successfully com- 
peting with the old stars of those days 
which included Albert Champion, 
Harry Elkes, Bobbie Walthour, Hugh 
McLean, Nat and Tom Butler, William 
Stinson, Floyd McFarland, Johnnie 
Nelson, Archie McEachern, Jimmy 
Moran, George Leander and others. 

In 1904, Mr. deGuichard realized that 
the bicycle game was only a stepping 
stone and not a life career, so instead 
of continuing with riding, he made a 
connection with the firm of Clement, 
one of the largest manufacturing con- 
cerns in France, which was just branch- 
ing out into the automobile business. 
It is an odd coincidence that Albert 
Champion’s first job was with the same 
firm of Clement and also his first rac- 
ing successes were as a representative 
of the Clement racing team, which was 
far-famed in those days. 

For four years Mr. deGuichard in- 
terested himself in automobiles, being 
Strongly attracted to the study of in- 
ternal combustion engines. Acquiring 
a wealth of experience in this line, he 
returned to this country in 1908 and 
immediately started work with Albert 
Champion, who was then located in 
Boston, Mass., at the head of the firm 
of Albert Champion Co. 

It was here that Mr. deGuichard’s 
real training in the automotive indus- 
try began, which gave him for a back- 
ground in his chosen calling a knowl- 
edge of virtually every phase of the 
business from the ground up. 

In September, 1908, Mr. deGuichard 
Came to Flint with Albert Champion, 
at which time the AC business was 
started. Operations began with about 








New AC President 














B. W. deGuichard 


Former vice-president of AC 
Spark Plug Co., who has been 
appointed president. He succeeds 
the late Albert Champion who 
died recently in Paris 











15 employees and the manufacture of 
one product—spark plugs. 

Factories were opened in France and 
England, while the Flint factories 
cover 78 acres of land. 

During this phenomenal development 
over a period of 19 years, Mr. deGuich- 
ard was advanced to vice-president and 
assistant general manager and in 1922 
was elevated to the position of vice- 
president and general manager. 

Mr. Curtice, the new vice-president 
and assistant general manager, is a 
native Michigander. He was born in 
Eaton Rapids, Aug. 15, 1893, and was 
graduated from the high school there, 
later entering Ferris Institute where 
he specialized in commercial studies. 

On Feb. 1, 1914, he came to Flint, 
becoming associated with the AC Spark 
Plug Co. in the accounting department. 
The following year he was elevated to 
the position of comptroller, and enjoyed 
the distinction of being the youngest 
executive in the automotive industry. 
On May 24, 1923, he was made assis- 
tant general manager of the AC Co. 

Mr. Cutice occupies a prominent posi- 
tion in local financial affairs, having 
been recently elected director of the 
Genesee County Saving Bank, one of the 
oldest financial institutions in Michi- 
gan, which marked the second time in 
12 months that he had been named on 
a bank directorate. Last winter he was 
elected a director of the First National 
Bank of Flint. This record, seldom at- 
tained by men under 35 years of age, is 
one of the most outstanding in Flint 
financial annals. 


Garage Operators 
to Adjust Claims 


Insurance Firms Adopt New 
Quick Service Plan In 
California 


SAN FRANCISCO, Nov. 29—A 
number of the leading garages and re- 
pair shops in this state will be in a 
position soon to give immediate service 
on insurance damages, and to settle 
claims at once, under a plan now being 
carried out by the Pacific Coast Auto- 
mobile Underwriters’ Conference, 
which is seeking to facilitate adjust- 
ments of losses to policy holders in 
member companies without the delay 
now necessary. 

This means that motorists on the 
road, meeting with an accident of any 
kind, will have the right to call on 
the nearest of these authorized garages 
to tow his car in, make repairs, and ad- 
just the claim at once, without waiting 
for the arrival of a direct representa- 
tive of the insuring company. 

The plan has been tried out tenta- 
tively in three widely-separated sec- 
tions of northern California, and has 
proved successful. It is now to be ap- 
plied to the whole state, according to 
announcement by the conference. 

The garages selected will act in the 
capacities of expert adjusters, apprais- 
ers and claims men immediately on 
being informed of an accident. 





Brownback and Platt 


Moto Meter Directors 
NEW YORK, Nov. 29—G. A. Brown- 
back and Livingston Platt have been 
elected directors of the Moto Meter Co., 
Inc., succeeding G. P. Braun and E. V. 
Hennecke. Mr. Brownback has been 
elected director of the company’s sub- 
sidiary, the National Gauge & Equip- 
ment Co. Henry Ervin has been elected 
vice-president and director of the Moto 
Meter Co. of Canada, Ltd. 





Paige Financing Completed 

NEW YORK, Nov. 29—Graham 
Brothers, who recently acquired control 
of the Paige-Detroit Motor Co., have 
completed financing this operation 
through the offering of Paige common 
stock to its shareholders. The stock- 
holders were given the opportunity of 
buying 300,000 shares of additional 
common stock and this privilege was 
fully utilized, raising the $3,000,000 
required for the company’s expansion. 
The three Graham brothers personally 
underwrote this issue at no cost to the 
company and with no help from bank. 
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Automobile Stocks 
Now at Low Point 


_—— 


Leaders Optimistic on Trade 


Prospects for Coming 
Year 


NEW YORK, Nov. 26—Automobile 
production, except for a small minority 
of factories, is now at about the low 
point of the year. Dealers are being 
allowed to reduce stocks in prepara- 
tion for the 1928 selling season. The 
heavy pressure sales campaigns put on 
by several important manufacturers 
last month have nearly all been term- 
inated after surprisingly good results 
in view of the apathetic state of the 
market. 

Ford is probably the only very large 
manufacturer that is now actually step- 
ping up production. Current reports 
from Detroit. indicate that he is sending 
a few complete cars out to branches and 
important distribution points, but un- 
less there is a rapid acceleration of 
current output rates the totals are not 
likely to add greatly to the industry’s 
production for the final quarter. Con- 
tracts have been let for most of the im- 
portant items of equipment on the car 
and should mean a large volume of 
business for several of the equipment 
producers. 

Additional optimistic statements on 
the 1928 outlook have been made by 
several leaders of the industry. Repre- 
sented among these are men known to 
be conservative in their opinions and 
who a year ago were speaking very 
cautiously, if at all. If there is any seri- 
ous deterrent factor upon the outlook 
for the industry it is the state of the 
used car market and of used car stocks. 
It is worthy of note that at least one 
factory upon the termination of a suc- 
cessful new car sales contest is starting 
a whirlwind selling campaign directed 
at dealers’ used car accumulations. 

(Turn to page 16, please) 








Addition Doubles Plant 


of John Warren Watson 
PHILADELPHIA, Nov. 28 — Con- 
struction has been started of the addi- 
tion to the present plant of the John 
Warren Watson Co. It will be 120 
ft. wide by 950 ft. long and will afford 
120,000 sq. ft. of additional floor space, 
more than doubling capacity of the 
present plant. 


Used Horse Trade Good 


WASHINGTON, Nov. 29—The ex- 
tended use of motorized equipment has 
failed to supplant entirely the need for 
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Per ereeey 


Buick 


Far above the bugs and spiders, high off of the ground, dressing comfort 
quite exclusive, these two flappers found. “Hurry up, I beat you dressing,” 
we can hear this peach, calling to her chum beside her; running down the 
beach, in she plunges, gay and lithesome, “gee the water’s fine.’ How I wish 
the tent, the flappers, and the swim were mine. (The person who, following 
this effusion, hit our caption writer on the head with a ball-pein hammer, is 
sought. We want to present him with a 10-pound sledge. Better luck next time) 





horses in the United States army, ac- 
cording to a survey just announced by 
the war department. 

The figures show that at the present 
time the department has 38,901 horses 
and mules as part of its equipment, 
valued at $7,800,000. At the close of 
the war the government had 387,421 
horses and 184,166 mules. 





Bronx Independent Shops 
Form Trade Association 
NEW YORK, Nov. 30—The Pro- 
gressive Master Mechanic’s Assn., an 
association of independent repair 
shops, is in process of organization in 
the Bronx, the third meeting having 
been held last week, at which the at- 
tendance numbered over 100. 
Officers are: Harry S. Boyle, presi- 
dent; L. Sintili, vice-president; Herman 
Trifslick, treasurer; Andrew Walters, 


secretary, and Geo. Martin, sergeant- 
at-arms. 


A Prophet With Honor 

CANANDAIGUA, N. Y., Nov. 29— 
John N. Willys, a native of this town, 
will be guest of honor at the annual 
dinner of the Society of the Genesee 
at the Hotel Commodore, New York, 
on Jan. 23, 1928, according to an an- 
nouncement by officials of the society. 





No Revised Insurance for 


Car Owners of Bay State 
BOSTON, Nov. 26—Motor Vehicle 
Registrar Frank A. Goodwin, of Massa- 
chusetts, threw a bit of a bombshell 
into the insurance camps last week 
when he announced that as far as the 
Bay State was concerned the statement 
issued from New York a few days ago, 
that the National Bureau of Casualty 
and Surety Underwriters would issue 
a country-wide revision of rates on 
private owned motor cars shortly, would 
not have any effect in Massachusetts. 
In this state the compulsory insurance 
liability law places the fixing of the 
rates in the hands of Insurance Com- 
missioner, Wesley E. Monk. 





Sales Managers Elect 

AKRON, OHIO, Nov. 28—Marvin 
B. Grether, sales manager for the 
Homeier Motor Co., was elected presi- 
dent of the Automobile Sales Managers 
Club at an organization meeting this 
week. 

Other officers chosen are Harry A. 
Grossman of the J. Grant Hyde Co., 
vice-president; Horace Taylor of the 
Richardson Motors Co., treasurer, and 
Harry Bennett of the Automobile 
Dealers Association, secretary. 
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Foreign Field Big 
Is Nash’s Belief 


Absence of Used Car Problem 
Only One of Many 
Advantages 


KENOSHA, WIS., Nov. 28—C. W. 
Nash, president of the Nash Motors 
Co., who has just returned from the 
Paris and London automobile shows, 
sees every indication of a growing mar- 
ket for American-made automobiles 
abroad. Improved economic conditions, 
particularly in England, France, Ger- 
many and in the Scandinavian coun- 
tries, together with the development in 
Europe of good roads, are cited by Mr. 
Nash as reasons for a growing demand 
for the motor car. 

“In France, for example,” said Mr. 
Nash, “there are 40,000,000 persons 
and only about half a million automo- 
biles, as contrasted with more than 
twenty million cars in America for a 
population of 110,000,000. This same 
ratio applies pretty generally through- 
out Europe, and so the potential mar- 
ket for automobiles is very large in- 
deed. 

“Financing of automobiles for the 
retail buyer, in my opinion, is another 
factor that will help in the development 
of the European market. The ‘time 
payment’ method of buying which long 
since has been recognized in America 
as sound business procedure is just now 
coming into general practice through- 
out Europe and I can see no reason 
why it should not be equally successful 
there if the plan is handled on a sound 
and business-like basis. 

“From a close study of the mechan- 
ical details of foreign-built motor cars 
exhibited at Paris and London, I am 
not afraid to say that America has 
kept thoroughly abreast of Europe with 
respect to body styles and mechanical 
improvement. 

“Another fact that impressed itself 
upon me regarding the outlook of the 
European market for American-built 
automobiles is the almost total absence 
of an unfavorable used car situation 
there.” 





Shields Takes Gardner 

ATLANTA, Nov. 28—S. E. Shields has 
been made distributor of the Gardner 
line in the states of Georgia, Alabama, 
Tennessee and South Carolina, and re- 
tail dealer in the immediate Atlanta 
territory. Show rooms and service sta- 
tion are to be ready for opening by 
Jan. 1, 1928. Mr. Shields formerly 
handled the Rickenbacker line in this 
territory. 





Ma 


RUST the Japanese to approach a subject with clarity of thought 

and directness of purpose. They do not allow sentimentality to bias 
reasoning. Although I don’t know why we should be envious. If things 
go as they are apparently headed, we shall soon enough be one with them 
on that score. However, to return to the story—since this isn’t supposed 
to be a dissertation on behaviorism—my reason for speaking somewhat 
eulogistically of the Japanese is that in adapting the rumble seat to their 
speedsters they have placed it on top of the radiator and named it the 
‘“‘mother-in-law seat.” 





By Sherman Swift 


Fhe sete of, “Out of the trenches by Christmas”—remember it?—why not, “Off of 


the benches by Christmas?” But that’s merely a thought; perhaps there’s nothing 
much in it. | 


E who were born in Articulate have had much practice in substituting 

deeds for words. Living in a community where, since the Kickapoo 
Indian medicine show stopped coming, a new hinge on the post office door is 
regarded as a major item of interest, we have had more time than the rest of 
the world to devote to learning short cuts. As a result we have certain handed- 
down customs that could, with profit, be used by others. “The Festival of the 
Leaves” that I am going to tell about—you may recall my promise of last week 
—is but one of many. This bit of pageantry takes place a week before Thanks- 
giving, when even the most tenacious branch may be considered to have donned 
its winter garment of repentance. No one prior to that time has touched a 
fallen leaf. Each has been as contemptuously heedless of the brown and gold 
litter as though it did not exist. 


N the morning of the Festival all that is changed. Every able- 

bodied person in the hamlet—the entire 10 of them—appears with 
rake, basket, fork or bag. Sharp at the stroke of 7 the burgomaster 
blows a tantivy on his coaching horn. Everybody falls to with a will— 
and a rake. By high noon, when the bread and cheese and beer—we still 
have it—make their scheduled entries, the last leaf has been raked into 
a towering pile, leaving streets, gardens and woodlands as clean as though 
there were no trees in the township. Following this the oldest fishermen 
—we, as you know, are a fishing race—touches an old-fashioned sul- 
phur match to the pile. As the youngsters dance around the crackling 
flame and the oldsters gather together in reminiscent converse, the leaves 
go back to the realms of sun and air whence they came. 


ONTRAST Articulate’s methods with that employed in the average town, 
where there is no concerted action and where a man may rake his lawn 
each day for weeks and never catch up with the drifted gold. 


HY am I recounting this rather prosaic bit of anthology? Perhaps you 

wonder. It is with the hope that the story will appeal so strongly to 
you of this industry that you will do the same thing with used cars. What a 
blessing it would be if, in the towns and cities throughout this grand, glorious 
and somewhat enlightened country, we could make a huge bonfire of all the 
used cars once every year—say on April first. 

The present methods employed are as futile as that of the householder who 
rakes and rakes and putters and putters but never quite gets his lawn free of the 
accumulation of leaves. But perhaps I shouldn’t have mentioned the matter. 
There’s always the danger of hurting some one’s feelings. I mean that there 
may be those among you who’ think rather highly of present-day conditions in 
the used car field. That must be the answer; otherwise things would have been 
changed a long time ago. It is probable that the situation hasn’t reached the 
unbearable stage. I have always noticed that when that stage shows indication 
of imminence there is usually a Mussolini or a Moses standing by with a worthy 
panacea. 
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Car Production at Low Point 








Chicago 
ENEWED activity by dealers in the 
R Chicago territory is developing busi- 
ness, -which presents an encouraging sit- 
uation. Retail trade is 10 per cent better 
than a year ago. 

Automobiles in the lower price bracket 
continue to lead in sales volume. Several 
medium priced cars found business de- 
cidedly on the uptrend and dealers expect 
it to continue so, despite the announcement 
of the new Ford. 


New York 


ALES of automobiles during November 

showed a seasonal decline in volume, but 
compared well with last year at this time. 
Actual sales during the first two weeks 
were 3027 cars, according to Sherlock & 
Arnold, which compares with 2922 during 
the corresponding period of last year. To- 
tal October sales were 8356 cars. 


Milwaukee 
ROSPECTS for December passenger car 
business are considered more encour- 
aging than for several months past. 
Most dealers have rather large stocks of 
new cars. 


St. Louis 
HILE automobile sales were some- 
what better in November than dur- 
ing October of this year, they were still 
behind those of November of 1926. Stocks 
of new cars in dealers’ hands are lower 
than usual by 10 per cent. 
Used car sales have been very good for 
this time of the year. 


Los Angeles 

OUTHERN California November sales 

ran considerably under November, last 
year, and somewhat behind last month. 
New cars stocks in dealers’ hands are ap- 
preciably higher than same period a year 
ago. Used car stocks are slightly higher 
than last month. 


Dallas 


USINESS in most automotive lines in 

Texas and parts of Oklahoma, Louis- 
iana, Arizona and New Mexico failed to 
come up to dealer expectations during 
November, despite the fact that money was 
plentiful and general conditions improved 
over the same period last year. 

New car sales were 10 per cent below 
those of October and far below November 
a year ago. Used car sales are some 
seven per cent below October and far less 
than November of last year. 


Kansas City 

OVEMBER new car sales in Kansas 

City have been above normal, virtual- 
ly all dealers agree, while the used car sit- 
uation is described as the best in more than 
10 years. Virtually all dealers have the 
same report—that open weather and im- 
proved conditions have made November 
business at least 25 per cent better than is 
the usual rule. The improved used car sit- 
uation generally is credited to the dealer 
owned wrecking company. Most dealers 
have less than one-half the used cars on 
hand they did a year ago. 


(Continued from page 14) 





Oakland to Announce 
All-American Team 


DETROIT, Nov. 29 — An- 
nouncement of Grantland Rice’s 
all-American football team for 
1927 will be made through the 
courtesy of Oakland Motor Car 
Co. over the radio on Dec. 2. 
The announcement will come 
over the hoek-up used by Gen- 
eral Motors Corp. in a special 
15-minute program. The fea- 
ture has been arranged by Oak- 
tand as manufacturer of the 
all-American car and dealers 
will arrange for open houses 
at which the announcement 
will be received. 











Atlanta, Ga. 


OTOR car sales in the southeastern 

district the past month were again 
in excess of the corresponding month in 
1926. 

Cars in the lower and medium priced 
class had larger sales in November, 
1927, than November, 1926. Chevrolet sales 
for both October and November proving 
the largest they had ever been in the 
Southeast before. Increasing sales are 
keeping new car stocks at about normal 
level, but used car stocks are still rather 
large. 


Seattle 
EW car sales in Seattle and the Pa- 
cific Northwest, continue to run 20 
per cent under a year ago. The used car 
market is in good shape. Truck business 
is holding up fairly well, with considerable 
interest in the back country. 


Detroit 
UTOMOBILE § sales in Detroit and 
throughout Michigan are reported as 
unusually slow. 

Used car stocks here are at approxi- 
mately the same level as last June with 
an inventory value of about $500 a car. In 
upstate cities used car stocks are reported 
as uncomfortably large. 


Denver 
RADE is unusually slack in this ter- 
ritory, especially in low-priced cars. 
Truck business is very quiet. Dealers are 
sacrificing stocks of used cars. New car 
stocks are slightly larger than normal. 


New Orleans 

SURVEY of automotive conditions at 
the present time shows that the mar- 
ket as a whole is considered depressed. 
Sales of new and used cars are consid- 
erably below the same period of last year. 
Few actual orders have been taken here 
for the new Ford. Used and new car 

stocks are above normal. 


Berkeley, Calif. 


ALES for the first three weeks of No- 

vember in this territory, including 
northern California, Nevada and south Ore- 
gon appear to be somewhat lower in gen- 
eral than those of the same month in 1926. 
Stocks of new cars are normal, with the 
exception of Ford, and are apparently 
about 10 to 12°per cent higher than in No- 
vember, 1926. Stocks of used cars are 
heavy, probably 25 per cent higher than 
they were in November last year; possibly 
higher. 


Cleveland 

OVEMBER automobile sales in Cleve- 

land, this district, were the lightest 
on record for November in recent years. 
Prospects for December are problematical. 
New and used stocks are above nor- 
mal with a slight spurt in used car sales 
just prior to Thanksgiving day. 


Cincinnati 
EW car sales for November show a 
decrease with stocks above normal. 
On the other hand used car sales have 
gained slightly. 

Many who intend buying new cars other 
than Fords state that they are holding off 
in the belief that the advent of the Ford 
will be the signal for a price cut all down 
the line. This has slowed sales. 





Columbus 
ALES in principal counties show a 
rather uniform decline. Both new and 
used car stocks are large except in the 
case of a few individual dealers handling 
popular lines. 


Minneapolis 

HE used car situation is the bad fea- 

ture in the automobile business in this 
district. Dealers have reached the maxi- 
mum figure they have set in total valua- 
tion they will carry of used stocks. In 
November new car sales averaged 8 per 
cent better than in 1926. New car stocks 
are not increasing. 


Boston 
OTOR car sales for November took 
a curve downward beginning about 
the middle of the month. A few of the 
distributors who have received new mod- 
els are selling cars. The majority are 
marking time. 

As a rule stocks on hand are low in both 
new and used cars. There would have 
been more new car sales, but the dealers 
are not taking chances on the used cars 
offered them. 


San Francisco 

pee increased with the placing on ex- 

hibition at the middle of November ot 
a number of new models in San Francis 
showrooms. More money is in evidence 
than has been for the past six months, ac- 
cording to reports from dealers, and as : 
result both new and used cars are selling 
fairly well. 
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American Cars in 
Demand in Europe 


—_—_—— 


U. S. Exports Equal Total 
of Overseas Production 


Mark 


CLEVELAND, Nov. 30—America 
will reap great harvests in the future 
in Europe, according to a statement of 
Paul Zens, vice-president of the Jordan 
Motor Co., who recently returned from 
London and Paris, where Jordan ex- 
hibited a complete line of cars at the 
two European auto shows. 

“European dealers have the same 
problems with used cars and time pay- 
ments that are faced by dealers in this 
country,” Zens said. “Overproduction 
or an undue forcing of the market is 
apt to cause a slump in the export field 
just as it does here when manufactur- 
ers go beyond the dealer’s ability to 
finance and trade.” 

Many of the larger American pro- 
ducers have built assembly plants 
abroad and are investing huge sums of 
money in equipment, according to Zens. 

“Few are expecting to get any real 
returns for at least three years,” he 
said, “but they are investing today on 
tomorrow’s expected returns. 

“The whole European picture is im- 
proving and the market for motor cars 
should continue to develop steadily. 
Germany is making the most rapid re- 
covery and today appears to be the 
best market for American cars, with 
Spain, Switzerland and Holland close 
seconds. 

“American cars have made a pro- 
found impression and are in strong 
demand because of their ruggedness 
and unusual performance. This is 
strikingly indicated by the fact that 
European production in 1926 totaled 
560,000 units while exports from this 
country reached approximately the 
same figure. 

“Of course all of the American cars 
did not go to Europe, but on the other 
hand 132,000 of the European-built 
cars were exported to other points.” 








Chrysler Net Gains 


DETROIT, Nov. 26—Chrysler Corp. 
reports net profit of $16,221,886 for the 
frst nine months of 1927, comparing 
With $11,719,812 in the same period of 
1926, an increase of 38 per cent. This 
is equal to $5.50 a share on common as 
against $3.95 for the 1926 period. Net 
for the third quarter was $6,105,136 
against $5,724,180 in the second quarter 
and against $3,873,608 in the third 
quarter last year. 

The balance sheet as of Sept. 30 








Heads N.S.P.A. 








L. T. White 


Introducing National Standard 

Parts Association’s brand new 

president. Mr. White hails from 
Raleigh, North Carolina 











showed net current assets of $42,272,- 
999, of which $31,737,050 was in cash 
and securities, against $36,557,314 on 
June 30 and $27,981,575 on Sept. 30, 
1926. 





DeCausse Returns From 


European Motor Shows 
SYRACUSE, N. Y., Nov. 29—Frank 
DeCausse, body designer of the Frank- 
lin Automobile Company, has just re- 
turned to the United States following 
a visit to the automobile shows and 
salons recently held in London and 
Paris. 


A.A.A. to Meet in Hub 

BOSTON, Nov. 27—The annual meet- 
ing of the American Automobile Asso- 
ciation will be held at the Hotel Stat- 
ler, Dec. 2. President Thomas P. Henry 
of Detroit, announced a few days ago 
that as a tribute to what the New Eng- 
land motor clubs had done in the way 
of extending the policies of the Amer- 
ican Automobile Association, the meet- 
ing should be held here. It will be the 
first time since the days of the late 
Lewis R. Speare, Harlan A. Whipple 
and Eliot C. Lee, all former A.A.A. 
presidents, that the A.A.A. has held 
a New England meeting of any im- 
portance. 

Directors of all the 17 New England 
automobile clubs’ are to be guests. 
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Chevrolet Opens 
Newest Addition 


225,000 Sq. Ft. in Service 
and Parts Plant; Cost 
$625,000 


FLINT, Nov. 29—Opening of the 
new $625,000 parts and service build- 
ing of the Chevrolet Motor Co. marks 
the completion by the company of a 
$2,000,000 parts and service program 
extending over the past 18 months and 
involving, in addition to construction of 
four major supply depots, a complete 
reorganization of those at Oakland and 
Tarrytown. 

The new Flint building is a three 
story steel and concrete structure with 
a total of 225,000 sq. ft. of floor space. 
Railroad docks for 12 freight cars have 
been provided to expedite shipping. 

The building becomes the central 
Chevrolet warehouse, the major portion 
of which is devoted to the storing of 
parts to insure good service to Chevro- 
let owners. More than $2,000,000 worth 
of parts will be kept on hand at all 
times. The plant is also equipped to 
handle the vast export business now be- 
ing done by Chevrolet. Shipments leave 
the plant daily for Chevrolet foreign 
plants and representatives in all quar- 
ters of the world. 

The new building was made neces- 
sary because of the large increase in 
Chevrolet ownership in the last year, 
and is one of the finest in the industry 
with the most modern conveyors and 
the latest equipment for handling 
parts. 

Since the first of the year, Chevrolet 
has also established complete ware- 
housing operations at Des Moines, 
Memphis and Kansas City, with a new 
warehouse to be completed in Los 
Angeles Feb. 1. The four major sup- 
ply depots built in the last year and a 
half are at Janesville, Wis.; St. Louis, 
Mo.; Norwood, Ohio, and Buffalo, N. Y. 
One at Atlanta is now being built. 





Mohammedans 

LIGONIER, Nov. 28—Eight inches 
of snow suddenly fell in the Laural 
Hill Mountains of western Pennsyl- 
vania, making the steep grades of the 
Lincoln Highway dangerous, and catch- 
ing many motorists in the mountains, 
unprepared, and without tire chains. 
Three garagemen in this small town 
at the foot of the mountains, loaded 
machines with chains, and went out 
over the highway. The stalled motor- 
ists welcomed them, and the garagemen 
soon sold all the chains they had with 
them. — 
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De Luxe Sedan is 
Latest Chandler 


CLEVELAND, Nov. 29—Following 
the advance mode in body design and 
color harmonies, Chandler announces 
an attractive new model, called the 
Special Six De Luxe sedan. It is done 
in two-tone fawn with fenders and mud 
splashers finished in fawn to match the 
body. 

An outstanding feature of this new 
model is that wire wheels are standard. 
The method of mounting the extra 
wheels directly back of the front fen- 
ders, which are recessed, afford an ap- 
pearance of a custom built model. An 
optional color scheme is blue devil blue 
throughout the body with Grenada blue 
window reveals and mouldings. A go!d 
stripe on the mouldings and wheels 
provides a pleasing contrast. 

A theft-proof electro ignition lock is 
standard equipment. Other late im- 
provements include a light control from 
the steering wheel, adjustable ventilat- 
ing windshield, nickeled, twin-beam 
headlights and cowl lamps to match. 


Mass. Tech Has Course 

BOSTON, Nov. 29—Through cooper- 
ation between the New England Section 
of the 8S. A. E. and the Massachusetts 
Institute of Technology a course in 
automotive design is to be given at 


Tech beginning Nov. 29. There will 
be a series of 10 lectures covering five 
weeks, on Tuesday and Thursday nights 
limited to a class of 50 and service sta- 
tion men in the various automobile 
companies are invited to join. 

Professor Dean Fales will conduct 
the course. He is widely known in 
automotive circles both as a member 
of the S. A. E. and the A.A.A. contest 
board technical committee. 


Franklin Shipments for 


Overseas to Set Record 
SYRACUSE, N. Y., Nov. 30—Over- 
seas shipments of the new “Airman” 
series cars for the month of November 
are expected to exceed the company’s 
previous export records, according to 
an announcement made this week by 
the officials of the Franklin Automobile 
Co. 

Since the exhibition of the new 
Franklin models at the Olympia Motor 
Show, London, an exceptional interest 
in this type of automobile has been evi- 
denced by numerous dealers from all 
parts of the world, attending the Eng- 
lish motor show. 

Sales of Franklin cars in foreign 
countries have shown a material in- 
crease in volume each year, while the 
new interest now being’ evidenced 
abroad for Franklin cars is resulting 
in special preparations being made at 
the factory to cope with the demand 
from these fields. | 


Motor Age 


Akron Output on 
an Upward Trend 


AKRON, Dec. 1—Although there has 
been no marked change in automobile 
tire output ‘recently, indications are 
that factory production is again on an 
upward trend. Akron factories are 
turning out upward of 130,000 auto- 
mobile casings a day, representing a 
gain of about 10 per cent over the 
production level of a month ago. 

Working forces have been increased 
at the Firestone, Goodrich and Good- 
year plants, most of the employees who 
were laid off after the summer rush 
having been rehired. 

Dealers have made a good response 
to the spring dating plan, which be- 
came effective Nov. 1. Shipments of 
tires on this basis are being made in 
large volume. More tires have been 
sold through retail channels this fall 
on account of the mild weather. 

It is learned that the Firestone, 
Goodrich and Mason plants are ship- 
ping thousands of tires to the Ford 
Motor Co. for use on the new ear, 


Museum for White 
CLEVELAND, OHIO, Nov. 29— 
White Motor Co. has received word that 
one of the first White steamers, more 
than 25 years old, has been presented 
to the museum of the Massachusetts 
Institute of Technology. 





What’s 


SHOWS 
Automotive Kquipment Association, 
Cotiseum, CRIGROD ...cccccces Oct. 22-27 


*Baltimore, 5th Kegiment Armory, 
Jan. 21-28 
*Boston, Mechanics Bldg....... March 10-17 
Brooklyn, Brooklyn Motor’ Vehicle 
Dealers Association, 23rd Regiment 
POE iten6s neene cee eee Jan. 21-28 
Buffalo, 174th Armory............ Jan. 14-21 


Camden, N. J., Convention Hall, 
Jan. 30-Feb. 4 
*Chattanooga, Tenn., Municipal Audi- 
ere tere * Feb. 13-18 
*Chicago, National Automobile Cham- 
ber of Commerce, Coliseum, 
Jan. 28-Feb. 4 
*Cincinnati, Music Hall.......... Jan. 15-21 
*Cleveland, Public Auditorium..Jan. 21-28 


*Columbus, Auditorium .. ...... Feb. 6-11 
Deadwood, S. D., Auditorium....Feb. 20-25 
Denver, Auditorium ...... Feb. 27-March 3 
Des Moines, Coliseum .......... Feb. 20-25 
*Detroit, Convention | eer Jan. 21-28 


Evansville, Ind., Coliseum..Feb. 26-March 3 
*Harrisbure, Pa., Emerson Branting- 
J Jan. 28-Feb. 4 
Hartford, Conn., State Armory..Feb. 18-25 
Indianapolis, Auto Show Bldg...Feb. 13-18 
——— City, Mo., American Royal 
] 


DD. sceceuveswaeneeeeuneeumee Feb. 11-18 
ern. Be. Co. vcceeeeeenceeeceen April 9-13 
Lansing, ee Feb. 6-11 
[i De . ~sctesesnnseveonneede March 3-11 
*Louisville, Ky., Jefferson County 

I aac ai i do ne eal ee Jan. 16-21 
*Milwaukee, Auditorium ......... Jan. 14-21 
Minneapolis, Municipal Auditorium, 

Feb. 4-11 
*Montreal, Canada, Motordrome..Jan. 21-28 
Muskegon, Mich., Armory........ Feb. 21-25 
Peete. BUGGED ccocccccceseseses Jan. 14-21 


*New York, National Automobile Cham- 
ber of Commerce, Grand Central 
EOE SOE EOE DET Jan. 7-14 

Omaha, Neb., Municipal FATT ent ol 

Feb. 20-25 


Coming in Motordom 








Coming Feature Issues of 
Chilton Class Journal 
Publications 
Jan. 1—National Shows Number— 

Automobile Trade Journal. 


Jan. 5—National Shows Issue— 
Motor Age. 


Feb. 18—Statistical Issue—Auto- 
motive Industries. 




















Ottawa, Can., New Coliseum ..... Feb. 6-11 
*Philadelphia, Commercial 

Jan. 14-21 
Pittsburgh, Pa., Motor Square Garden, 

Jan. "21-28 
Plainfield, N. J... Amusement Academy, 

Feb. 18-25 
ea R. I., Cranston Street 

OOO OEE Feb. 11-18 

meckentar. °N. Y., Edgerton Park, 


*St. Louis, City Market Bldg...... Feb. 6-11 
Salon, Automobile Salon, Inc., Hotel 
Drake, Chicago.......... Jan. 28-Feb. 4 
Salon, Automobile Salon, Inc., Hotel 
Biltmore, Los Angeles...... Feb. 11-18 
Salon, Automobile Salon, Inc., Palace 
Hotel, San Francisco..Feb. 25-March 3 
San Bernardino, Cal., National Orange 
DE SE ccceteceesuceveact Feb. 16-26 


*San Francisco, Civic Auditorium, 
Jan. 28-Feb. 4 


*Scranton, Pa., Armory.......... Jan. 23-28 
Sheboygan, Wis., Eagles cree “ 
eb. 6- 


Sioux Falls, S. Dak., Coliseum..March 28-31 
Springfield, Ill. State Arsenal..March 7-10 
— Mass., Municipal Audito- 


eile sd cacti ies ieee diode Feb. 27-March 3 
Springfield. Ohio, Memorial Hall..Jan. 16-21 
Syracuse, State Armory.......... Feb. 6-11 
*Toledo, Civic Center Garage..... Feb. 6-11 


Trenton, N. J., State Armory....Feb. 18-25 
*Washington, D. Res Auditorium, 

Jan. 28-Feb. 4 
Wichita, Kans., Municipal Forum, 


Feb. 6-11 
Wilmington, Del., duPont-Biltmore 
DEE wcteceepsnceenenean Jan. 30-Feb. 4 


Worcester, Mass., State Armory..Feb. 9-11 
* Will have special shop equipment exhibit. 


CONVENTIONS 


Automotive Equipment Association, 
Grand Hotel, Mackinac Island, 
June 10-16 
Automotive Equipment Association. _ 
Coliseum, Chicago ........... Oct. 22-27 


Michigan Automotive Trade Associa- 
tion, Annual Meeting, Hotel Stat- — 
i SE se nceeeeeeeeeeeewl Jan. 25 

National Automotive Parts Associa; 
tion, Hotel Statler, Detroit..Jan. 25-27 

Texas State Tire -Dealers Association, 
DE -cccckeeneenaanneeeraes Dec. 14-15 


N. A. D. A. 
Calgape, Jan. 31-Feb. 2—Annual, Palmer 
ou 


se. 
Chicago, Feb. 1—Banquet. Palmer House. 
New York. Jan. 9-10—Eastern District, 
Hotel Commodore. 
Ss. A. E. 


Detroit, Jan. 24-27—Annual Meeting. 
New York, Jan. 12—Annual Dinner. 
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December 1, 1927 


Tire Dealers Hold 
Annual Meeting 


-—_—_—-_-—_ 


Eva President; Prominent 
Men Address Assemblage 
of 1000 


eee 


LOUISVILLE, KY., Nov. 25—More 
than 1000 tire dealers from all parts of 
the country attended the four-day con- 
vention of the National Tire Dealers 
Association, recently held in this city. 
Questions vital to the interest of every 
retail tire dealer were discussed at the 
various sessions, which were addressed 
by many men prominent in the trade. 

A. M. O’Leary, second vice-president 
and head of the solid tire division, 
presided at the first meeting Monday, 
which was restricted to solid tire deal- 
er members. 

Percentage of dealer gross profit 
came in for considerable discussion at 
this session, it being brought out that 
the cost of doing business in the retail 
tire field ranges from 18 per cent to 23 
per cent and that unless a dealer has a 
gross margin of at least 25 per cent 
he cannot exist. Heretofore many deal- 
ers have been unaware of the actual 
cost of doing business, O’Leary said. 

The dealers went on record as favor- 
ing co-operation with the Better Busi- 
ness Bureau, to eliminate’ unfair 
practices, recommended exchange of 
credit information and discussed proper 
methods of handling accounts. 

Volume rebate, methods of handling 
seconds and education of users to 
proper sizes, were also subjects on the 
solid tire program. 

A combined executive session of the 
national body and the convention com- 
mittee of the local organization’ oc- 
cupied Tuesday morning, prior to the 
official opening of the convention at 
2 o'clock that afternoon. 

New officers are: Col. H. V. Eva, 
Duluth, Minn., president; S. B. Harper, 
Ft. Smith, Ark., first vice-president; 
A. M. O’Leary, Chicago, second vice- 
president; Tom Barbee, President of 
the Louisville Association, secretary; 
C. A. Dudley, Nashville, treasurer. 
Directors are: C. C. Wright, San An- 
tonio, Texas; L. A. Brown, New York; 
U. S. Grant, San Diego, Calif.; Martin 
Barry, Baltimore; Joseph H. Walsh, 
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Hooey-ism y 
A GOOD sales manager must 


attend every sales- conference at 
the factory, without allowing his 
work to be neglected. 

















The Way of a Cop 
With a Man and | 
a Maid : 


By Walter L. Becker 


Hey You! Trying to tie up 
this corner all day? You heard 
me—set that tomato container 
started. I don’t need any of your 
lip. Get going—get going. For 
the last time I’m telling you to 
come on. I don’t give a rap if 
your old man is a politician. Just 
one more crack outa you and I'll 
call the wagon. Take it to the 
junk man and let him drop his 
hammer on it. So you're outa 
gas, are you? Helluva good ex- 
cuse, I must say. Since when | 
did the Standard Oil go out of | 
business? Well! Help me push 
this blankety blanked tin can over 
to the curb. 

Same Cop to Young Lady 
Having trouble Miss? Now ain't 
that just too bad. No hurry lady, 
no hurry at all, so don’t get ex- 
cited. Turn on your key—pull 
out the choke, and step on the 
starter. Don’t worry about them 
horns, they don’t mean anything. 
You've run your battery down so 
let me have your crank please. 
Raise your spark lever just a 
little so it won’t kick:again. Now 
if youll put it in gear I'll try 
to start it by pushing. I’m sorry 
Miss, but I notice your gas gauge 
shows empty. Yes indeed, I 
allow as how most oil companies 
give short measure. Yes Mam, 
youll find a gas station right 
around that next corner. 






































Jacksonville, Fla., and R. F. O’Brien, 
Philadelphia. 

Boston, Mass. was selected as the 
meeting place for the association’s 1928 
convention. 
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Bus Business Excellent 


in District of Columbia 

WASHINGTON, Nov. 30—Is_ the 
operation of motor buses a profitable 
business? 

Irrespective of the answer in other 
localities, in the District of Columbia, 
figures just compiled by the public 
utilities commission, show that since 
the initiation of the first bus in 1912 
that no local bus company has ever 
gone broke or suspended operations. 
They have changed hands but have 
continued to operate and in most cases, 
have put more buses into service. 
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May Confiscate 
Liquor Carriers 


= 


U. S. District Court Decision 
Important to Finance 
Companies 


BOSTON, Nov. 30—Judge Lowell, in 
the United States District Court, has 
handed down a decision that will mean 
much to dealers in motor cars and 
trucks, also the finance corporation, 
when he stated that under section 3450 
of the internal revenue act vehicles 
seized while transporting liquor ille- 
gally may be confiscated by the govern- 
ment. 

For some years the problem of the 
motor vehicle in the liquor business has 
been before the court, and acting under 
the prohibition law the person with a 
lien on it through holding notes 
generally got it back. Assistant Dis- 
trict Attorney Elihu D. Stone has had 
this question in mind for a long time, 
so he finally decided to delve into it. 

After a careful study he presented 
to Judge Lowell a brief claiming that 
the vehicle could be confiscated by the 
government. The decision today bears 
out that contention. 

Under the prohibition act pursuant 
to section 26, vehicles could be for- 
feited only when used for transporta- 
tion of intoxicating liquor, and claims 
of third parties were recognized. Under 
the internal revenue act, section 3450, 
however, the mere presence of liquor 
in the vehicle is sufficient ground for 
confiscation. 

Moreover, no claims of lienors or of 
third innocent parties are recognized. 
The mere fact that the vehicle con- 
tained liquor on which taxes were not 
paid to the United States is sufficient 
to bring about forfeiture. 

Judge Lowell ruled that prohibition 
agents making a seizure under the 
national prohibition act, even though 
the government instituted criminal ac- 
tion against the defendants, as far as 
any vehicle is concerned, and whether 
or not that vehicle was stationary or in 
motion, it can be forfeited under the 
internal revenue act. 

As a result of this decision dealers in 
vehicles, and particularly the finance 
corporations, will need to be careful 
when they make a sale. 





Hooey-ism y 


THE perfect mechanic can jump 
from an axle overhauling job to 
installing a dome light in a new 
sedan without soiling anything. 





































How the A.A.A. 
(hecks Performance 
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Here we have about one-third of the 
A.A.A. officials required for the recent 25,000- 
mile run made by Studebaker. 
to right: F. V. Turner, technical committee; 
Ralph B. Harlacker, scorer; P. N. Bookmeyer, 
scorer; G. W. Laine, calculator; Capt. R. A. 
Leavell, chief timer; Val Haresnape, former 
secretary of contest board, in charge; E. S. 
Wehrle, chief scorer; H. R. Bowen, scorer; Jos. 
Thorp, manager of speedway 
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Pierce by piece the three 
Commanders were checked 
with parts from a dealer’s 
stock. So exacting is the 
technical committee that an 
analysis of the steel used 
in some parts frequently 
supplements the dimen- 
sional checks. Only when 
the committee is satisfied 
that all parts are strictly 
stock do they finally O.K. 
the records. 
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N orHinc is taken for granted by 
the A.A.A. technical committee. Here 
one of the men is comparing the com- 
pression ratio of the three Com- 
manders with another Commander 
picked at random from a dealer's 
stock. This system of checking com- 
bustion chambers with fluids measured 
by a glass graduate is absolutely ac- 
curate 
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Production Figure 
Slightly Lowered 


Not Greatly Affected by Ford 
Idleness U. S. Report 
Shows 


WASHINGTON, Nov. 23—The total 
automobile production for the first 10 
months of this year aggregated 3,- 
072,915 of which 2,694,570 were pas- 
senger cars and 378,345 were trucks. 
Production the first 10 months of last 
year totaled 3,805,068 of which 3,408,- 
194 were passenger cars and 396,674 
were trucks. 

Production in the United States dur- 
ing October totaled 221,292 cars and 
trucks of which 185,706 were passenger 
ears and 35,586 were trucks, according 
to figures announced this week by the 
U. S. Department of Commerce. Pro- 
duction in October of last year totaled 
$29,142 of which 289,565 were passen- 
ger cars and 39,577 were trucks. The 
difference of 100,000 in production is 
accounted for because of the idleness 
of the Ford factory, incident to the 
bringing out of the new car, the depart- 
ment announces. 

October production in Canada totaled 
7791 of which 6236 were passenger cars 
and 1555 were trucks. 





Elevated Sidewalks 


Accident Preventers 

NEW YORK, Nov. 28— Elevated 
sidewalks or subways at busy inter- 
sections would prevent many traffic 
accidents, according to Alvan Macauley, 
chairman of the Traffic Committee of 
the National Automobile Chamber of 
Commerce. To make such devices en- 
tirely practicable, he says, escalators 
should be used, if possible. 

Although nine of the 10 large cities 
of the country had a lower motor fatal- 
ity for September this year than in 
September, 1926, the total for all major 
cities was 644 against 615 a year ago. 
For the first nine months of 1927, the 
total was 4606 against 4290 in the cor- 
responding period last year. 





Buy Cox Products Corp. 

CLEVELAND, Nov. 27—E. S. Martin 
and associates have purchased all the 
capital stock of the Cox Products 
Corp., and Mr. Martin has succeeded 
William G. Cox, as president of the 
corporation. He is also treasurer. Mr. 
Martin is also interested in the Wil- 
liams Foundry & Machinery Co., of Ak- 
ron, Ohio, and other concerns. Charles 
Reymann, vice-president of the Cox 
company, is also vice-president of the 
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By Lewis C. Dibble 


NO doubt Joe Little takes a great deal of pride in the new $625,000 Chev- 
rolet parts and service building which was opened out at Flint, this week. 
The building marks the completion of a $2,000,000 parts and service program 
which has extended over 18 months and which involved the construction of four 
major supply depots and a complete reorganization of two others. And all 
the details of this gigantic project were worked out by Chevrolet’s service 
manager and his able assistants. 
* K *K * 
OME 25 years ago Bill Stout, who has played so important a part 
in Henry Ford’s aviation program, swung a mean baton as drum 
major of the University of Minnesota band. So it was particularly 
fitting that the present band should honor Bill Saturday when they jour- 
neyed all the way to Michigan to see the Gophers down the University 
of Michigan in the final football tilt of the year. After the game the 
band and a wild army of rooters came to Detroit and presented Bill with 
a gold key following a big parade. 
* * * * 
THESE are busy days for Louis Ruthenberg, assistant general manager 
of the Yellow Truck & Coach Manufacturing Co. Among other things 
Mr Ruthenberg has charge of constructing the mammoth new plant for the 
company out at Pontiac and he is bending every effort to have it ready for 
operation early in 1928. 
* * * * 
ALSEY DUNWOODY, general sales manager of The Gardner Motor 
Co., Inc., has let it be known that sweeping reductions in Gardner 
insurance rates have just been made. The reductions, he predicts, will represent 
a saving of several hundred thousand dollars a year to Gardner owners. 
* * * * 
OUR hat comes off this week to Dave Irwin, of Cadillac. The reason is the 
formal introduction of “The Crest,” a new magazine which will be issued 
by the Cadillac Motor Car Co. for circulation by distributors and dealers among 
Cadillac-La Salle owners. To our mind “The Crest” is one of the finest 
examples of a factory magazine published in the industry and will no doubt 
add great prestige to the already enviable reputation of Cadillac-La Salle. 
* * * *K 
IGH honors have been heaped upon the shoulders of L. T. White, of the 
Motor Bearings and Parts Co. Mr. White has just been elected president 
of the National Standard Parts Association. The association has grown until 
today the position is a real man’s sized job. Besides, it is one of the highest 
honors in the industry. 
* * * *K 
HE Murray Corporation of America is being augmented by another 
person with a vast experience in the automotive industry. H. G. 
Perkins, who for six years was connected with the Chrysler Corp. as an 
industrial engineer, has been made assistant works manager of the Mur- 
ray organization. 
* * * 
ITH so much talk about speed in passenger cars, these days, we wonder 
when some enterprising motor car manufacturer will startle the industry 
with an announcement that he has appointed Barney Oldfield, or some other 


racing luminary, as general sales manager. That, to our mind, would be a real 
fast one. 





Willams Foundry & Machinery Co., 
of Akron, and president of the Atlantic 
Foundry, of Akron. 


torneys of Cleveland, is secretary of 
the Cox company, and J. J. Ivory, vice- 
president of the Security Savings Bank 
of Akron, Ohio, is a director, as is also 
James E. Dye, of Canal Fulton, Ohio. 


Simplex Adds Two 
CLEVELAND, Nov. 21—Van R. 
Lucas, who has been connected with the 
the Gill Manufacturing Co. for the past 
seven years, the last two of which were 
as district sales manager, and Bert R. 
Englemann, formerly of the Duroseal 
Corp., have joined the sales force of 

The Simplex Piston Ring Co. | 


J. B. Oviatt, one of the leading at- 
























































By SAM U. L. SPARKS | 


LAD dropped in at my Enterprise Garage here at Sparks Corners the other 
day and says, I’m looking for some one to loan me $50. 
Well, says I, you have a real nice day for it. 
All I know about companionate marriages is that it hadn’t ought to be a 
bad idea for a husband and wife to be companions. 














About the only difference between touring across the Pacific in a airplane 
and the way people used to tour across the country 25 or 30 years ago in a 
horseless carriage is that you can’t get a team of mules to pull you outa the 
Pacific. 

* *K ie * 

ALE spinning seems to be the popular indoor sport and the latest rumor 

in the air is in regards to the guy which made famyous a point “some- 
wheres west of Laramie” and another Eddie which his chief claim to fame is 
that he once out-generaled G.M. and now is piloting one of the original 
“three P’s.” 

It seems like these two Eddies was seen talking together, maybe on a street 
corner somewheres, a coupla days ago, and now they’s a rumor flying around 
in the air that they’s libel to be sort of a companionate marriage or something, 
or what have you? 

* * oo * 

Some of these “bargains” in used cars which is obstructing traffic remind 
me of Si Hardwick trying to collect $8.00 from Hen Henderson for pasturing his 
old red cow for eight weeks. 

“Why, that there cow ain’t worth no more’n $10,” says Hen. 

“Well,” says Si, “suppose an’ you give her to me for what you owe me.” 

“Not on your tintype,” says Hen. “But T’il tell you what I’ll do. Keep her 
for another two weeks and she’s yours.” 











Some guys, and especially my Pro T. J., Harold, which you maybe re- 
member I am trying to learn him something about the manly art of selling 
Half-past Sixes, when they are going out hunting for prospects, remind me of 
them nimrods which go out to hunt rabbits and most usually the next thing they 
know they shoot their-selves in the stead of a rabbit. 

* * * & 

The other day I thought it was about time Harold should have a little 
professional talk. 

* * * & 

AVE you ever realized with a sinking feeling that your conversation was 

beginning to bore your listeners?” I ast him. 

“Have you noticed them becoming fidgety or impatient, losing interest in 
what you are saying or pretending to listen merely for politeness’ sake? 

“If so,’ says I, “sign the coupon and get the whole works in two bound 
volumes at my risk.” The coupon said if them books don’t make anybody’s 
personality more attractive they will refund the money, so I ain’t taking no risk 

with Harold—I am sure I will get my money back. 
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Chevrolet Adding 
44th Sales Zone 


A. H. Goodman Will Head 
Unit With Headquarters 
at Detroit 





DETROIT, Nov. 29—The Chevrolet 
Motor Co. has established its forty- 
fourth sales zone, H. J. Klingler, gen- 
eral sales manager of the Chevrolet 
Motor Co., announced today. The new 
zone becomes operative Dec. 1 and will 
have its headquarters at Detroit and 
will be under the direction of A. H. 
Goodman, present Detroit city sales 
manager. 

Mr. Goodman’s place as Detroit city 
sales manager will be taken by J. D. 
McLeod, at present sales promotion 
manager of the Flint sales region. Un- 


til six months ago Mr. McLeod was’ 


associated with Mr. Goodman as De- 
troit city representative. Mr. Good- 
man also announces the following ap- 
pointments to the zone _ personnel: 
Assistant sales manager, Perry L. 
Ewell, formerly office manager in the 
Flint zone; parts and service manager, 
T. L. Moss, formerly service manager 
for the retail store; accounting man- 
ager, George F. Helwig, formerly ac- 
countant in the Detroit city sales office; 
sales promotion manager, J. D. Devine, 
formerly sales manager for a Denver 
dealer; car distributing manager, C. 
M. Hammond, formerly Detroit city 
representative; and office manager, M. 
D. Watkins, formerly Flint zone repre- 
sentative. The personnel will also in- 
clude 10 field representatives and a 
large clerical force. 

The Detroit zone will be the tenth 
established this year. The new zone 
will comprise 66 direct and 47 associate 
dealers. It is expected that it will be 
one of the largest and most important 
in the country, with an annual volume 
turnover approximating $25,000,000. 
Comprising the new zone will be 
Wayne, Oakland, Washtenaw, Monroe, 
Macomb and Lenawee Counties, in 
Michigan, which were formerly a part 
of the Flint zone, besides 12 counties 
in northern Ohio, including Toledo and 
extending as far south as Lima. 





Corcoran With Stearns 

CLEVELAND, Nov. 28—Appoint- 
ment of W. G. Shortal as assistant sales 
manager of the F. B. Stearns Co., is 
announced by H. J. Leonard, president. 
Shortal was for 17 years assistant to 
L. E. Corcoran, general sales manager 
of the Pierce-Arrow Motor Car Co.. who 
was recently appointed sales manager 
of the Stearns Co. 
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Breeze Corp. Buys 
Mayo Equipment 


New Sales Program to Place 
Representative in Every 
Territory 


NEWARK, N. J., Nov. 28—An- 
nouncement of the purchase of the 
business, patents and good will of the 
Mayo Equipment Co., Dayton, Ohio, by 
Breeze Corporations, Inc., has _ been 
made by J. J. Mascuch, president of 
the latter company, located in this city. 
The Mayo line of garage equipment, 
including wrecking cranes, wheel pull- 
ers, brake-lining machines, piston align- 
ers, presses, tire changers, jacks, etc., 
was formerly distributed nationally by 
David Lupton’s Sons. 

The Mayo products will hereafter be 
sold under the Breeze mark. The com- 
pany is inaugurating a new program 
which will place a_ specially-trained 
Breeze sales and service engineer in 
every territory. 

The Mayo company was owned by 
John C. Mayo, banker, of Ashland, Ky., 
who will continue with the business in 
a directorial capacity. 





Spark Plug Official 


Lauds Works of G.M.D. 
FLINT, MICH., Nov. 29—The fea- 
ture of the Automotive Equipment As- 
sociation show this year was the prog- 
ress made by the Greater Marketing 
Development Department, in the opin- 
ion of W. S. Isherwood, sales manager 
of the AC Spark Plug Co., and an 
A.E.A. show visitor of long standing. 
“There is a general need within the 
industry for marketing information,” 
Mr. Isherwood said, “and from the 
work that has been done with the 
G.M.D. it is evident that its efforts 
from now on are going to be even more 
valuable to the automotive jobber and 
manufacturer. 

“What the association needs is more 
merchandising ideas and more time to 
spend on the merchandising side of the 
work, and there is no question, as time 
goes on, that this end will be accom- 
plished. It will give both jobbers and 
manufacturers definite ideas and facts 
regarding their business, and this is 
something that is always welcomed.” 





Wilmer Addresses Meeting 

SAN FRANCISCO, Nov. 29—The 
entire Pacific coast dealer organization 
of Dodge Brothers, Inc., met at the 
Fairmont Hotel recently to meet E. G. 
Wilmer, president of the corporation, 
and a host of executives, in the first of 








DeLuxe Sedan Is Latest Chandler 


F oLLowinc the advanced mode in body design and color harmonies, 
Chandler announces an attractive new model, called the Special Six De Luxe 


Sedan. 


It is finished in two-tone Fawn with fenders and mud splashers in 


Fawn to match the body 





nation-wide series of regional meetings. 
Sales plans for a year were detailed, 
with Wilmer expressing the belief that 
1928 would be the best merchandising 
year the automotive industry ever has 
known. 


Gilmour and Gere Take 


Paige for Central N. Y. 
SYRACUSE, N. Y., Nov. 29—Of 
real interest to the automobile trade is 
the announcement of the associatiton of 
C. F. Gilmour and H. Munro Gere in 
a new organization which will repre- 
sent the three Graham brothers in this 
city and central New York in the sale 
and servicing of Paige motor cars. 

C. F. Gilmour has been connected 
with Dodge Brothers ever since the be- 
ginning of the business, and for the 
past 10 years has represented this com- 
pany at Syracuse. He has built up a 
strong sales and service organization 
which will now function in connection 
with the Paige line. 

H. Munro Gere is widely known 
throughout this ‘section through his 
long activity in handling the Stude- 
baker car. He has represented that 
line in Syracuse since 1920. 

In addition to its retail sales in 
Syracuse, the new company will dis- 
tribute Paige motor cars throughout 
central New York State and will carry 
a complete stock of Paige parts. 


Oakite Holds Meeting 


NEW YORK. Nov. 28—Oakite Prod- 
ucts, Inc., wound up a three-day sales 
conference for its field organization last 
night with a dinner at the Hotel Penn- 
sylvania. C. L. Radley, advertising 
manager, was toastmaster, and brief 
talks were given by D. C. Ball, pres- 
ident, Daniel C. Smith, vice-president, 
and A. W. Perry, field Sales manager. 








Hupp Increases 


Its Production 
DETROIT, Nov. 29—The Hupp Mo- 
tor Car Co. has increased its production 
schedule for November to more than 
5000 cars, compared with 1500 for 
November, last year. The new line of 
Hupmobile sixes brought out last month 
is said to have resulted in an unprece- 
dented demand for the new jobs and it 
is expected that production for the last 
quarter will set a new record for the 
company for this time of the year. 
Output in October totaled 2415 units. 


Two From G. M. C. Now 
With Durant Motors, Inc. 

ELIZABETH, N.-J., Nov. 29—T. S. 
Johnston, assistant to W. C. Durant, 
announces the appointment of H. C. 
Tiffany as general manager of adver- 
tising and sales promotion, Durant Mo- 
tors, Inc. 

Mr. Tiffany was assistant manager 
of sales promotion, Durant Motors, Inc., 
1922-1924. He now returns to this or- 
ganization from General Motors Corp. 
where he acted as advertising manager 
of Chevrolet Motor Co., and recently 
as assistant manager of export adver- 
tising for all General Motors cars. 

W. O. Nettleton, who was associated 
with Mr. Tiffany in General Motors, 
has been appointed assistant general 
manager of advertising and sales pro- 
motion. 








Blake With Wood 
SANTA BARBARA, CAL., Nov. 28 
—Glen W. Blake, one of the oldest and 
best known automobile dealers~in this 
city, will take over the management of 
the Cadillac and LaSalle agency at 410 
Estado for Vincent E. Wood, Dec. 1. 
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Gas, Oil and Hot Dogs—Drive In 


ANSAS CITY high schools are 
going to offer instruction in 
automobile repairing as a regular 
part of their courses. Possibly the 
idea is to help the students to re- 
duce the cost of their college educa- 
tion by helping them to maintain 
their own cars. 


Durant is organizing a chain 
store system. With rain and snow 
likely any day there should be a 
good demand for the chains. 


When debating on the strength 
of mail order business we wonder 
if this has been considered. When 
aman goes out and makes a sale 
the goods he sells are sold by male. 


Rubber accessory makers.consoli- 
date sales effort. Since they look 
for easier sledding, the move may 
rightly be spoken of as a flexible 
flyer. 

e 


The able manner in which Mr. 
Webster addressed the A.E.A. con- 
vention makes it desirable to point 
out that this Mr. Webster is not 
the one who wrote the dictionary— 
even though he has memorized it. 


“Make it easier to buy” is the 
tempting slogan of the A.E.A. this 
year. “Make it easier to pay” 
would mean more to us. 


The number of very fine auto- 
mobile hoists shown this year is 


proof that automobile service 
work is being put on a higher 


plane. 
* 


And the number of improved 
jacks offered indicates an upward 


trend. 
e 


Indian inertia shock absorbers 
are rapidly becoming popular on 
many cars. The Indian, being All- 
American, ought to go good on the 
car of that name—if it needs such 
things. 

© 

C. Edward Packer, Technical 
Editor of Motor AGE, left the 
N.S.P.A. trade press dinner just 
when the _ professional speaker 
started professionally speaking. 
Smart boy, Clarence. 











John Cleary Says— 


Johnson drove into the service station with a weak battery. 
The service man advised him to have the battery recharged, 
but Johnson explained that he did not have time to wait. 
So the service man suggested that he start his car with 
the crank for a few days, and use his dim lights when- 


ever possible. 
The next morning Johnson was on the phone. 


“The car won't start even with the crank now, and yet I did 


what you told me about the lights,’ he complained. 
“What did you do?” asked the service man. 


“T left my dim lights on all night.” 
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The Month of DECEMBER in Motor Age 
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CO, INCREASES DAILY 
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(Go-Getters, 


P ye wich TION in the automobile business has long been un- 
derstood to. mean a competition among automobile salesmen | 
themselves for an individual prospect's order. Motor AGE 1s stress- 
ing the important fact that competition in the automobile business 
cannot be confined to that limited definition today. Automobile 
salesmen are now competing for the consumer’s dollar with active, 
energetic salesmen for radio, refrigerators, washing machines, elec- 
tric appliances of all kinds and a seemingly endless variety of other 
commodities and service. The automobile salesmen who will get 
their proper share of the consumer’s dollar in this new competition 
~ must be the go-getting kind who get going and keep going. at” 
















































HIS is the fifth of a series of articles re- 
an | vealing the results of an inquiry into the 
; cold facts of automobile salesmanship. 

The inquiry was inspired by an experience 
which seemed to indicate that salesmen for other 
commodities and service are more alert than the 
automobile salesmen in the present keen competi- 
tion for the consumer’s dollar. 

The testimonies which follow are in re- 
sponse to three questions which were asked 
a large number of automobile owners. The 
three questions were: “How long have you 
~ owned an automobile? ‘How many automo- 
biles have you owned? How many times 
have you been asked, in any way, to buy an 
automobile?” 

The replies are being reproduced, in this 
series, in the order in which they were re- 
ceived in the office of Motor Age. 



























An Executive 


I have owned six cars 

4) since 1916—three Fords, 

one Haynes, two Packards. 

The first Ford was bought in In- 
diana unsolicited. 

The second Ford 

_ maintiomen Was bought in Chi- 

ATCA PTT ity... ‘ cago, after the war, 

| I believe in 1919. At 

that time, it was a 

question of delivery 


se > ; é, ’ 
I have owned \ NerettT TT LLG 
six cars since . ph st SaaS 
1916. None was 7 Seer el 


purchased as 
the result of a 
salesman’s 
solicit a- 
tion.” 
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Get Going! 


By John (leary 


—I called up three salesrooms before I found one that 
had a sedan. 

The third Ford was bought about two years later. 
No one solicited me, but I drove into a convenient Ford 
station in the morning, and drove out a new one that 
afternoon. The Haynes was bought at the factory in 
Kokomo. 

I had now graduated into the class of cars where I 
might reasonably be a prospect for some other make, 
but no one solicited me. 

Eighteen months later, I went to a Packard display 
room and asked for a demonstration. At that time I 
said I had definitely made up my mind on this car and 
wanted to secure the trade-in value of my Haynes. A 
whole week went by and nobody followed me up—nor 
did any appraiser look at my car. Through a chance 
remark to a battery man, word finally got back to some 
other Packard salesman who eventually got in touch 
with me. 

Meanwhile I became impatient and went down Auto- 
mobile Row. 

In the Nash display room I was told by the salesman 
that I owned an orphan automobile. He took no par- 
ticular interest in demonstrating the model. Made no 
effort to get my name. My wife and I went out in dis- 
gust. 

In the Buick display room—lI was really interested 
in Buicks—I received very casual attention. I gave the 
salesman my name, but was never followed up. He told 
me the only way to get my car appraised was to bring 
it down there in the daytime. 

At the Studebaker display rooms I was very well 
received. The salesman who dealt with me there made 
an appointment for a demonstration and brought a new 
car to the house. He subsequently followed me up, but 
—— in favor of the Packard, after they got on 
the job. 

The Packard then fell down on delivery and I went 
back to Studebaker. They had appraised my car a 
month before, and I placed an order and made a deposit 
for delivery of a car that day, provided they would 
accept my car at the original appraisal (this was in the 
same condition as it was at the time it was appraised). 
Subsequently that day they tried to cut the appraisal 
down $100, and when I refused to accept the cut, they 
told me that my old car had been sold. It took almost 
a month to get the car back. I bought the Packard. 





The Packard proved unsatisfactory, so I telephoned 
the Pierece-Arrow and Cadillac branches, asking them 
for an approxtmate trade-in. As a result of this call, 
salesmen from both of these companies came in to see 
me. I was placed on the Pierce-Arrow mailing list, and 
received a very good series of Pierce-Arrow direct mail 
pieces. The Cadillac salesman called upon me two or 
three different times. Meanwhile, the Packard branch 
manager had given me an exceptional trade-in. 

After the transaction ‘was entirely complete, the 
original Packard salesman who sold me my first car, 
and who knew incidentally that I was dissatisfied, called 
me up to see if I was ready to buy another one. 

Subsequent to this, I received a Christmas greeting 
from the original Packard dealer who sold me the first 
car, and who had every reason to know that I had not 
been satisfied. The greeting was out of harmony with 
the relations which we had had. 

I have now owned the second Packard for more than 
a year, and no other car dealer has solicited me, or sent 
me any direct mailing. And yet they talk about a satu- 
ration point in the automobile market. 

I recently became an officer of this company. As a 
result, several insurance companies in Chicago imme- 
diately started circularizing me. The announcement 
also appeared in New York papers, and letters from New 
York insurance agents are also coming through to me, 
addressed to our New York office. One photographer 
called me up and wanted to put my picture on file. But 
no automobile company did anything about it, although 
the announcement appeared in several Chicago news- 
papers and local magazines. 


A Department Manager 


I have never owned an automobile. I have 
never been solicited in any way to buy 
one. 


A Director of Promotion 


I operated my first Winton back in 1899. 

4'3 Once, when I lived in San Francisco, I think 

it was in 1912, a young lady, attractive and 

of the brunette type, came to my office in the Monad- 

nock Building and gave me a catalog—and a sales 
solicitation. 

Some years later, after becoming a resident of New 


27 















































































GO. GC8 8 Tf TAS. 











GN yo 


A Manufacturer’s’ Experience 
[N the last four or five years, I have 


probably had six or seven cars. 


I do not know of one case where I 
was approached by a salesman to buy a 
particular car. 


When I was ready and saw a model 
I particularly liked, I would go and 
buy tt. 

I was never approached by any par- 
ticular salesman. 








York City, a representative of the Cadillac came around 
and gave me a sales treatment—with success. 

So far as I. can remember these were the only two 
instances in 28 years of car ownership when I have 
been hunted out by a car salesman. 

Meantime the bond salesman, the stock salesman, 
the salesmen for the butcher, the baker and the candle- 
stick maker—they have kept me busy a goodly part o 
many days. : 

Why it is that the retail salesmen for car companies, 
persistently sit around and wait for me to seek them out 
passes all understanding. 

How many cars have I owned during the past 27 
years? Don’t know exactly, but think about 20. 
44 Cadillac, Pierce-Arrow, Oldsmobile, Buick, 

Earl, Ford, Packard and Hudson—and in all 
of this time I have been approached once by a sales- 
man, have had three telephone calls from a Nash sales- 
man and have had about five pieces of direct mail. 

One very interesting experience is given below: 

I called at a Buick salesroom, made a deposit on a 
new car and as the used car appraiser was not in, had 
a clause written in the agreement that I was to be re- 
funded my deposit in the event the appraisal on the 
old car was not satisfactory. | 

The old car was priced at $250 and I asked $275. 
They refused to give it. I went to the salesman, collect- 
ed my deposit and from that day to this never heard 
from the Buick salesman, which impressed me as a 
poor way to follow a prospect who was sold on the Buick 
to the extent I was. 

Candidly, I have never been sold a car in my life, 
except by myself and, incidentally, I might mention that 
just last week I purchased a new Hudson. 

45 to the best of my knowledge, I have only 
been solicited to buy one on two occasions. 
The first was about three years ago when a Chevrolet 


salesman called at my home, and the second, about a 
year later, when a Packard man came to my office. So 


A Salesman 
I have owned automobiles since 1917— 


An Advertising Man 
I have never owned an automobile and yet, 
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far as direct. mail advertising is concerned, I do not 
recall ever having been on anybody’s list. 

It would seem to me that non-automobile owners 
should be the best prospects, but if my case is typical, 
it would indicate that automobile manufacturers, 
generally, are not doing a good job of discovering this 


class. 
46 since 1916, including a Ford, Velie, Stearns- 
Knight, Studebaker, Jewett and Hudson. In 
all this time I do not remember that I was ever solicited 
in person by an automoble dealer, to purchase a new 
automobile. 
My name, however, has been on the prospect mailing 


list of three dealers. 
4°] a very much dilapidated H.C.S., which had 
traveled some 39,000 miles, and I was in the 
market for a new car. I went to the Buick, Packard, 
Chrysler, Studebaker, Paige and Hupmobile dealers, 
and I think one or two others, and told each of them 
that I was in the market for an automobile and asked 
for a bid on my old car. 

I had all my questions answered more or less courte- 
ously and I received allowances from each of them for 
my H.C.S., but that was the last of it. 

I finally made up my mind to buy a Chrysler and I 
went around and purchased it off the floor, accepting 
their proposition on a trade-in. I have now owned the 
Chrysler for three years and I have never been called 
on by an automobile salesman of any nature. 

Last Christmas I was in the market to buy a small 
car for my wife, having in the interim purchased an 
old second-hand Hudson. I went to the Chrysler, Buick 
and Overland dealers and asked all three of them to 
bid both on the old Hudson and on my old Chrysler. 

All three of them bid, but none of them, with the 
single exception of the Overland dealer, ever followed 


A Manager 
I have been driving different makes of cars 


A Manager 
Three years ago I was the proud owner of 
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A Third Manufacturer Speaks 


IT BOUGHT my first car in 1902, 
which was a Winton Single Cylinder. 
Since then I have owned the following 
cars: One Autocar, one Corbin, two 
Pullmans, one Hupp, three Buicks, one 
Krit, two Essex, three Hudsons, one 
Ford, one Dodge and probably a couple 


of others which I can’t remember. 


I now own an Essex sedan, Cadillac 
roadster and a four-passenger Chrysler 
coupe. AsTI recall,I believe that I went 
to the dealers and purchased these cars 
without any solicitation on the part of 
personal calls, mail, etc. 
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me up. Incidentally, the Chrysler dealer to whom I 
went on this occasion was not the same one from whom 
I bought my car. I haven’t heard from him since, al- 
though he had made an allowance on my old Chrysler 
and also on my Hudson. : 

A month or two ago a representative of this Chrysler 
dealer dropped into the office to see me in order to try 
to interest me in a Chrysler car, but he did not know 
that I had been out there last Christmas and was only 
' under the impression that I was at present a Chrysler 
owner. He didn’t know how old my car was or anything 
about it. 

To get back to last Christmas, I finally traded in 
the old Hudson and bought a Whippet four-cylinder 
which my wife is still driving. I get rather frequently 
a good sales letter from the Overland dealer, but have 
as yet had no salesmen call on me. He hasn’t made any 
effort to get me to trade in my old Chrysler for a 
Willys-Knight. 

To sum up my experience, it forces me to the con- 
clusion that the automobile dealers in this city are 
either so rich that they don’t want to sell any more 
cars, or else they are so aristocratic that they want to 
keep their group of owners as exclusive as possible. 
4% salesman seeking to sell me a car during the 

14 years that I have owned and have been a 
prospect for automobiles. 

I owned my first automobile in 1913, a Hupmobile. 
I decided that I would buy a car and went voluntarily 
to one of the four dealers in town and bought a second- 
hand Hupmobile roadster. 

In 1916 I traded off this Hupmobile for a Velie. Here 
again I went to the dealer’s place of business and 
started the ball rolling. I had this car one year and I 
existed several years thereafter without being an auto- 
mobile owner. In 1919 I became owner of a Grant. 


In 1920 I traded this car in on a Hudson coach, going 
voluntarily to the distributor. In 1922 I traded this 


A Salesman 
I was never approached by any automobile 
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This from a Salesman 


T HAVE owned automobiles for ten 
years: Studebaker, Butch, Stutz, 
Haynes, Chandler and Jordan. 


One salesman has called on me re- 
questing me to buy a car—this was a 
Cadillac salesman who called about 
three years ago. Had one telephone call 
from a salesman who stated that he 
heard that I was in the market for an 
automobile, but when I told him I had 
a car that I wanted to trade in, he asked 
me to stop in their showroom and look 
at their car. I never have received a 
personal letter soliciting a purchase. 
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Another Manufacturer’s Story 


pea the last 15 years I have 
owned four Fords, four Dodges 
and one Franklin and am at the present 
time the owner of a Dodge sedan and 
a Franklin sedan. Until I read your 
letter 1t had never occurred to me how 
many times I had been compelled to go 
shopping for a new car. I have been 
solicited to buy no more than five times. 


oY ad 








car off for another Hudson at the same dealer’s place 
of business. In 1925 I traded this Hudson off on another 
Hudson coach. In 1926 I traded this car in on a Hudso 
brougham. : 

During these years I have probably received not more 
than 25 pieces of direct mail literature soliciting my 
automobile business and my service business. No sales- 
man has ever called at my house and no salesman ever 
called at my office so far as I know to interest me in 
an automobile. 


' An Editor 

It so happens that I have never owned an 
4Q automobile. 

I might say, however, that I have lived in 
this suburb two years and that my name has been in 
the telephone book during all of that period. No auto- 
mobile salesman has ever called on me either personally 
or by telephone. 

During the County Automobile Show last year, the 
show management telephoned me and gave me a veiy 
polite invitation to attend. Outside of this the only 
solicitation that I have received is one or two pieces 
of direct mail on Dodge Brothers cars and I think, but 
I am not sure, one piece of Chevrolet. 

Inasmuch as considerable percentage of the people 
who live in my neighborhood own cars, and as far as 
I can see, live upon about the same scale that I do, it 
seems to me that I should be considered a prospect and 
that several salesmen at least should have called upon 
me during the last two years. 

An Editor 

I have owned an automobile since 1907. 

SQ Chronologically: Pope Tribune Model 1; 

French Mars racer made for Vanderbilt Cup 
Race some years before; Cadillac touring car. The 
foregoing were all used cars. In 1915 and 1916 I was 
a dealer for the Case automobile and owned two differ- 
ent demonstrators. I purchased new Ford sedans in 
1921, 1925 and 1927. 





More experiences will be related in next week’s issue 
of Motor Ace. If you read them studiously, you can 
profit from the hunch they will give you to become more 
intelligently active in your selling. 


Interested readers are urged to submit their im- 
pressions. 
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The new Fordor sedan is a roomy car with wide seats 
and generous leg room, front and rear. The windows 
are large and the upholstery is attractive 





In the Model A roadster the rumble seat is optional. 
It is a chummy-looking car with deep cushions and comes 
in four colors with special hand striping 


HE official story of the new Ford car—known 

as Model A— is at last available. In the issue 

of Nov. 24, Motor AGE carried an unusually 

complete description of the new Ford, together 
with a photograph. Two weeks earlier, this publication 
carried two photographs of the car. The following 
official story of the new Ford car corroborates these 
Motor AGE scoops and adds details that were not avail- 
able earlier. 

In every sense the new Ford is a new automobile. 

It is not a remade Model T. It is, however, the result 
of the lessons learned by the Ford Motor Co. in the 
construction of 15,000,000 other automobiles, combined 
with what has proved satisfactory elsewhere. Recog- 
nizing the rapidly changing requirements of present- 
day motoring, the Ford Motor Co. has been engineering 
its latest development for a number of years, but only 
within the last few months has it been generally recog- 
nized that a really new automobile was to be brought 
out. 
_ Striking and attractive lines are seen in the bodies 
of the new cars. There is no doubt that the present 
selling trend in automobiles is emphasizing more and 
more the appearance and comfort of the cars and in this 
respect the new Ford is not wanting. Bodies are of 
steel. Unusual in a low-price car is the choice of four 
colors—Niagara Blue, Arabian Sand, Dawn Gray, and 
Gunmetal Blue with belt and reveals finished in con- 
trasting colors, and bodies attractively striped. All 
cars are finished in pyroxylin lacquer. The fenders are 
‘of the full-crown type, blending attractively with the 
pleasing body lines. 

Cushions in these cars are deeper and softer than 
formerly. Door handles and window lifts are nickel- 
plated. The speedometer, gasoline gage, ammeter and 
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The new Model A Ford coupe is a fine example of the 
coachwork of the new cars. There is a package. shelf . 
in back of the seat and luggage space in the rear deck 





By C. Edward 


ignition lock are mounted on an instrument panel of 
satin-finish nickel and are illuminated by a lamp in the 
center. The head lamps and radiator shell are nickel- 
plated. The closed cars have the attractive military or 
cadet type of sun visor and crown roof. Unusually 
narrow front pillars toWether with steel body construc- 
tion assures clear vision, together with maximum 
strength. As will be seen in the mechanical descriptions 
to follow, the car should be quiet. The body design 
works to that end and the very flexible spring construc- 
tion, working in conjunction with hydraulic shock ab- 
sorbers, minimizes road shocks, thus lessening body 
noises. Care has been exercised in the design of the 
bodies to prevent squeaks, rattles and drumming sound. 

Body panels and frame sections are welded and riv- 
eted together wherever there is a possibility of the 
body squeaking. 

The body styles offered include a sport coupe, coupe, 
roadster, phaeton, Tudor sedan and Fordor sedan. In 
addition a truck model is also offered. 

Together with comfort, strength and silence, one is 
impressed with the amount of room found in these cars. 

Second, possibly, to appearance and comfort, auto- 
mobiles of today are being sold on performance. In 
tests in high gear with a two-door sedan body, with two 
passengers, acceleration of 5 to 25 m.p.h. in 8% sec. 
was recorded. Maximum road speed is said to vary 
between 55 and 65 m.p.h. Some road tests have 
shown a speed in excess of 65 m.p.h.,but the maximum 
speed with the car will of course vary with road con- 
ditions and the style of body and the load carried. 

Such performance is made possible by the use of an 
entirely redesigned engine. 

The new Ford engine has a bore of 3% in. and a 
stroke of 414 in., which gives it an S.A.E. and a 
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Has Four-Wheel Brakes, 40 hp. 
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The ramble seat is standard on the new Ford sport coupe. 
A plate glass curtain window at rear may be opened and 


As in the case of the Fordor, the new Tudor has narrow 
pillars and a new door construction which affords good 


attached to roof of car. vision. Both front seats fold forward in the Tudor 


Color harmonies are attractive 


Model A 


Engine, Hydraulic Shock -Absorb- 
shaft. Six Body Styles Of- 
Optional (Colors 








All four doors of the Model A phaeton open forward. 


Packer 


N.A.C.C. rating for license purposes of 24.03 hp. At 
2200 r.p.m. this four-cylinder engine develops an actual 
40 b.hp. While the amount of gasoline consumed will 
vary with different driving conditions, this car will 
make between 20 and 30 miles per gallon. The gasoline 
is fed to the carburetor by a gravity system from a 
welded one-piece steel tank which is integral with the 
cowl. The smooth operation and unusual accelerating 
qualities of the car is due to a great extent to the use 
of aluminum pistons. In connection with this the three- 
bearing counterbalanced crankshaft is used. This shaft 
is statically and dynamically balanced and due to the 
relatively low speed at which the engine develops its 
full power, exceptionally smooth operation results. The 
cam contour and valve clearances have been so worked 
out that with non-metallic timing gears the result is 
an unusually quiet powerplant. 

Engine lubrication is unique and of distinctly Ford 
design. It includes pump, splash and gravity feed. 
The cylinder oil is delivered to the valve chamber by 
means of a pump. From the valve chamber the oil 
freely flows to the main bearings of the crankshaft. 
There is an oil dipper on the end of each connecting 
rod, which forces oil to the rod bearings and which 
atomizes the oil and distributes it to all other parts 
on the inside of the engine. 

A liberal cooling system has been designed for this 
car and the water is positively circulated by means of 
a centrifugal water pump operated from the fan belt. 
The fan is mounted at the forward end of the pump 
Shaft and is of airplane propeller design. 

Ignition system has the circuits which are conven- 
tional today, thus doing away with the time-honored 
four coils and timer of the old Model T. But one igni- 
tion coil is used and this is in a waterproof case. The 


The curtains open and close with doors. 
tains have large windows 


The side cur- 


distributor is located on the top of the engine, thus 
making it readily accessible and protecting it from oil 
and moisture. The connections from the distributor to 
the spark plugs are unusual. No high-tension wiring 
is used. The distributor cover assembly is of such con- 
struction and shape that the connections from the dis- 
tributor to the plugs are made by short bronze springs. 
A coincidental lock is placed in the ignition circuit. 
This not only replaces the regular ignition switch, but 
in the “off” position grounds the entire circuit. From 
the switch to the distributor a steel cable protects the 
primary wire. This wire is grounded to the distributor 
casing, thereby making it impossible for anyone to wire 
around the device. 

The new Ford uses a standard selective gear shift 
with three speeds forward and one reverse. The main 
shaft of the transmission runs on ball bearings while 
the countershaft is mounted on roller bearings, with 
the reverse idler on a bronze bushing. This construc- 
tion will at once be recognized as unusual in the lower- 
priced cars. All gears are made of heat-treated chrome 
alloy steel. Working in conjunction with this trans- 
mission is a multiple disk, dry plate clutch, with four 
driving disks and five driven disks. Another radical 
departure from the Model T is the new irreversible 
steering gear. This gives Ford owners easy steering 
with a new sense of security. The steering wheel is 
of a large diameter and is made entirely of steel, covered 
with hard rubber. The lighting switch and horn button 
are conveniently located on top of the wheel. 

Of interesting design and construction are the me- 
chanical four-wheel brakes on this car. These are of 
the internal expanding, two-shoe type and are self- 
centering. Smooth action and ease of adjustment are 
assured. All adjustments are made from outside, with- 
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are required. The brake 
pedal and hand lever op- 
erate all four’ brakes. 
The total braking surface 
is 168 sq. in. In order to 
assure continued service 
and easy adjustment all 
brake working parts are 
cadmium - plated, thus 
making them rustproof. 

An outstanding factor 
in the safety of the new 
Ford car is the fact that 
in the three-quarter float- 
ing rear axle employed 
the axle shafts carry none 
of the weight of the car. The axle housings are made 
entirely of steel and are built up by welding steel forg- 
ings to steel tubing. The differential housing to which 
these axle housings are bolted, is made of rolled channel 
steel. The wheels are carried on roller bearings on the 
axle housing, the shaft being called upon merely to drive 
the car, as all braking is done directly at the wheels. All 
bearings in the rear axle are of the roller type, and the 
drive is by spiral, bevel gear. The wheels, commonly re- 
ferred to as wire wheels, are properly steel spoke wheels. 
Each wheel is assembled by welding and becomes one 
piece of metal. This prevents any possibility of spokes 
becoming loose and each spoke has a tensile strength of 
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The Ford Model A truck embodies the same basic im- 
provements as the new passenger car chassis. It has 
cantilever springs on the rear 
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4000 lb. As the outside 
spokes do not cross, and 
as there are only 30 
spokes in each wheel, they 
are particularly easy to 
clean. 

Low pressure tires to- 
gether with springs of 
Similar appearance to 
those used in the Model 
T, but redesigned for use 
with the new Ford, plus 
hydraulic shock absorbers 
and torque tube drive, as- 
sures comfortable opera- 
tion rarely associated 
with low-priced cars. As. formerly the springs 
are of the transverse semi-elliptic type. The springs 
are built of fine spring steel and the leaves are un- 
usually wide and very thin. Each spring is built up 
of varying sizes and numbers of leaves to give proper 
flexibility for the particular body style for which the 
chassis is designed. The action of the hydraulic shock 
absorbers is adjustable and controls both up and down 
motion, thus resulting not only in greater comfort to 
passengers, but actually making the car safer. Torque 
tube drive, taking up all strain of starting and stopping 
the car, leaves the rear springs free to perform but one 

(Turn to page 34, please) 
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FR. SPRING BOLTS TO 
THIS PLATE INCENTER. 


Sketch showing multiple duties of frame front cross- 
member A 
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Sketch indicating general arrangement of ignition wiring 

























AXLE CURVED 
DOWNWARD INCENTER 


Sketch indicating method of equalizing front and rear 
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FRAME SIOE MEMBER 
REAR -_ BR. (STRAIGHT) 
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Sketch indicating general characteristics of front axle radius 
rod design : 
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New 8-80 four-door brougham, $1,895 
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Attractive Interior Appointments, Pleasing Body Lines 
and Comfortable Riding Qualities Are Among 
Outstanding Features 


S a companion to the new light six announced a 

A short time ago, Kissel Motor Car Co. this week 

has announced changes in their light eight known 

as the 8-80. Extreme ease of operation, combined with 

attractive body lines, luxurious interior and riding com- 
fort feature this line. 

This car will be produced at this time only in a four- 
door brougham sedan model at $1,895, standard 
equipped. 

Overall height of only 66 in. is made possible by a 
frame kickup of 5% in. at the rear and 1) in. in front. 
The frame converges at the front so that a short turn- 
ing radius is provided. : 

Deep-tufted mohair upholstery of form-fitting con- 
struction insures interior luxury and riding comfort. 

The engine, with the exception of a few details, is the 
same as used in the Model 8-65, the “Popular Straight 
Eight.” 

Eight cylinders in line are cast of grey iron in a 
single block of the L-head type. 

Pistons are of Lynite with an invar strut. Four 
Perfect Circle rings are used, three for compression and 
one for oil. 

The camshaft is mounted on six bearings of grad- 
uated diameters, allowing the shaft to be withdrawn 
from the front of the engine without disturbing bear- 
ing fittings. Mushroom type pushrods are employed, 
removable in sets of two. Pushrod guides are made of 
special grey iron castings. 

The crankshaft bearings have bronze backs and are 
doweled into the block. Connecting rod bearings are 
built up integrally with the rod by a pouring and spin- 
ning process. Connecting rods are made of Lynite 
forgings, I-beam in cross-section. They are broached 
to exact size after the bearing metal has been spun in. 

Silchrome steel exhaust valves of 1 7/32 in. diameter 
are used. The intake valves have a diameter of 1 11/32 
in. Both intake and exhaust lift 5/16 of an in. and 
seat at an angle of 45 deg. 

The centrifugal water pump is driven by belt through 


the generator shaft, the same belt driving the 18-in., 
four-blade fan. Tension of the belt is regulated by 
swinging the generator mounting. A cellular Fedders 
radiator of large frontal area and capacity is used. 
The Kissel thermostatic control also is part of the 
standard equipment, regulating temperatures from 150 
to 170 deg. The engine heat indicator is mounted on 
the dash instrument panel. 

Oil under pressure to each of the main bearings and 
through the drilled crankshaft to each connecting rod 
bearing: is supplied by a gear driven oil pump. The 
camshaft bearings, piston and piston pins are lubri- 
cated by splash. An AC oil filter is used. 

A 1%%-in. Schebler carburetor, fed by vacuum tank 
through a Gas-Co-Lator, is standard equipment, Swan 
type of manifolding is employed and an air cleaner is 
mounted on the carburetor horn, insuring clean air 
for the engine at all times. 

A two-unit, Delco-Remy ignition, lighting and start- 
ing system is employed in connection with a Willard 
storage battery located under the right front seat. 
A semi-automatic ignition system is used with 15 deg. 
of manual advance and 20 deg. automatic advance. 

A tubular, welded driveshaft connects the transmis- 
sion and rear axle by means of a Mechanics all-metal 
universal joint. 

The front axle is a Columbia one-piece, drop-forged 
I-beam. Spindle bolts are supplied with oilers. The 
rear axle also is Columbia of semi-floating, spiral-bevel 
gear type: The pinion shaft is mounted on two Timken 
bearings. Wheel bearings also are Timken. Standard 
gear ratios are 4.63 to 1 and 5.1 to 1. 

A Ross variable ratio cam and lever type steering 
gear, with large bearing surfaces, uniformity of action 
and quick facilities for adjustment, is used on this 
model. The steering wheel of walnut is 18 in. in di- 
ameter and light. Spark and throttle levers are 
mounted in the center. The spider also is of walnut. 
Drag link and cross tie rods are equipped with cushion 
springs. (Turn to page 45, please) 
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ESIGNED and devel- 

oped with perform- 
ance as its main keynote, 
while raising durability, 
a new straight eight L- 
head engine is offered by 
Continental Motors Corp. 
for use in quality cars. 
Leading features of the 
engine are a counterbal- 
anced five-bearing crank- 
shaft, large main bearing 
areas, compact construc- 
tion giving a high power 
to weight ratio, and the 
new system of double car- 
buretion introduced by 
Continental recently. 

That the high performance which it was desired to 
build into this engine has been achieved is evidenced 
by the fact that it develops 85 hp. at the horsepower 
peak of 3100 r.p.m., while torque peak is 170 ft.-lb. at 
only 1600 r.p.m. When it is considered that the motor 
has a bore and stroke of only 3 by 4% in., giving it a 
piston displacement of 268.6 cu. in., it can be said prob- 
ably without question that this engine develops both 
torque and power peaks well in excess of most motors 
of similar size. Moreover, this exceptionally high per- 
formance has been attained with a compression ratio 
of only 5.0 to 1, thus making it possible to use any 
type of standard fuel. 

Mainly responsible for the high power and torque is 
the double carbureting and manifolding system em- 
ployed. This is practically identical in design with that 
introduced in the Continental 14S engine used in the 
Jordan Airline Eight. (See MoTor AGE, Oct. 6, 1927, 
page 38). Briefly it consists of a double carburetor 
with two manifolds, the inner supplying the four cen- 
tral, and the outer the four outside cylinders. By using 
this system, full charges are supplied to each cylinder, 
with no overlapping of intake periods. 

Supported in five main bearings, the 2%% in. crank- 
shaft is counterbalanced on the fourth, sixth, seventh 
and ninth crankcheeks. This is done to reduce the load 
on the center main bearings, which carry the heaviest 
load in any given engine. Counterbalancing of the 
shaft has been adopted moreover in order to keep the 
lengths of these center bearings down to a reasonable 
size so as to obtain the utmost compactness and light- 
ness possible. Through this method of balancing at 
the center bearings only, the load on the bearings is 
uniform throughout and although the horsepower peak 
is at a rather high speed (3100 r-p.m.) the engine can 
therefore be run at this speed without overloading any 
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of the main bearings. 
The evenness with which 
bearing loads work out is 
emphasized by the fact 
that the lengths of all 
main bearings, except the 
rear, are identical, this 
figure being 1%% in. The 
rear bearing has a length 
of 2% in. 

Rigidity is maintained 
by extending the crank- 
case, which is_ integral 
with the cylinder block to 
21% in. below the center- 
line of the crankshaft, 
while additional smooth- 
ness is provided by a 
Lanchester torsional vibration damper on the front end 
of the shaft. 

Crankpins are 214 in. in diameter and have a length 
1 5/16 in. Piston pins are full-floating, 55/64-in. in 
diameter with total bearing lengths of 1 in. in the rod 
and 1 3/16 in. in the four-ring invar strut aluminum 
alloy piston, the latter being fitted with a clearance of 
.002 in. Connecting rods themselves are over twice the 
length of the stroke, being 9°4 in. long, reducing 
angularity. 

Silicon chrome steel is used for the exhaust valves, 
which are fitted with a taper lock at the lower end. 
Valve springs are of a new design, said to eliminate 
surging at high speeds. Tappets have chilled cast iron 
faces. Five bearings are also used to support the 11%- 
in. camshaft, these bearings being of the following 
sizes: 


1 2 3 4 D 
Diameter .... 25/16 2%, 23/16 2% 1% 
Length Tere 1 11/16 %p % %e 1 


A %-in. pitch Morse chain is used for the front end 
drive, adjusted by swinging the generator. Fan and 


‘water pump are mounted in unit at the front of the 


cylinder block, these units being driven by a V-belt. 
Adjustment for wear of the belt is obtained by turning 
the front end of the fan pulley, narrowing up the dis- 
tance between pulley side V faces. The fanshaft itself 
runs on a ball bearing. Water is delivered to the blocks 
through a stamped header which also serves as a cover 
over the large opening in the casting which is left to 
facilitate cleaning of the inside of the block at the 
foundry. 

Lubrication is by pressure feed to main bearings, 
through the drilled crankshaft to connecting rod bear- 
ings, and to camshaft bearings and timing chain. En- 
gine suspension is of the four-point type. 
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function—carrying the car and passengers. 

Ford dealers in the larger communities are uniting 
to exhibit. the new car. This is made necessary by the 
limited number of new cars available at this time. 
Those dealers who are not able to present the car to 
their customers and prospects in this way, are making 
use of large wall charts which show full details. 

While prices had not been announced at the time of 


going to press, it is expected that Ford Motor Co. will 
adhere to its low-price policy. 

The lubrication of the chassis is readily and thor- 
oughly handled by means of a grease gun and special 
fittings. The equipment on these cars in addition to 
the customary items such as starter and generator, 
ammeter and tool kit, include the following: Spare 
wheel, windshield wiper, speedometer, gasoline gage. 
dash light, rear view mirror, rear and stop light, oi! 
gage, ignition lock, bar bumper in front and bumperettc 
in back. 
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HE writer of 

this article, Frank 
J. Mooney, has been a 
close student of the au- 
tomobile industry since 
its very beginnings. 
Through his broad experience 
as former manager of sales and 
advertising for Hupp Motor Car 
Corp., and as account executive 
with MacManus Inc., of Detroit, and 
the D’Arcy Advertising Co., of St. 
Louis, he has acquired national recogni- 
tion as an automobile analyst, merchandis- 
er and advertising man. What he has to 
say about retail selling is well worth your 
reading. 


HERE is something wrong with retail sell- 
ing. I think I can put my finger on it. 
Since 1910 I have owned cars almost con- 

tinuously. They include a dozen various 
makes ranging in price from $1,000 to $3,000. In the 
course of business I have hundreds of times deliber- 
ately baited salesmen; but in only one instance do I 
recall that I was ever voluntarily asked to buy. Dozens 
of mailing lists have carried my name but never has 
any of this correspondence been followed up by a person- 
al call, except where I invited it. 

One might say my experience is not a normal example 
because I have been directly or indirectly affiliated with 
automotive interests during practically all of the above 
period. But I have found similar experiences among 
scores of automobile-owning acquaintances who have 
been in no way connected with the industry. 

It is only fair to add that this condition applies to 
other lines of merchandise; for instance, I have never 
been asked to buy a radio or a piano. I acquired my 
first washing machine and electric vacuum cleaner of 
my own volition; or rather, I was led to buy it through 
advertising. 

There is something wrong with retail selling, and 
the fault lies primarily at the door of the manufacturer. 
He has led the sales manager to think more in terms 


of volume than of retail sales. As a natural sequence,. 


the district manager has set his mark in trainloads, the 
distributor in carloads for most of the years of the 
young industry. | 

In fact, this stress on wholesale selling runs through 





with Retail . 


anc 
of 

lef 
dif 


the whole selling organization. Practically every suc- 
cessful dealer or salesman you meet has his eye on 
wholesale selling as the ultimate easy chair of his ef- 
forts. One might think that the branch organization, 
furnished with all the sinews of factory finance and 
expert advice, would be the natural sales “proving 
grounds” of the manufacturer. But here, too, the 
branch executive is even more concerned with wholesale 
sales than the independent distributor, because as 4 
rule, branches are run mainly for the purpose of making 
only a profit for the factory and do not even have to 
reach the net of the average distributor. 

All this has been an eminently proper and prosperous 
policy for the first quarter of the automobile century. 
But the joker in the situation, which is coming more 
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“It seems to me,’ says Mr. 
Mooney, “that a great many auto- 
mobile manufacturers are coming 
to a realization that old high- 
pressure wholesale selling methods 


are inadequate today, and that 
the retail salesman—the funda- 
mental element of continuous 


prosperity—has been left too long 
to his own devices to overcome 
the growing difficulties of retail 
contact.” 
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and more into evidence, is that the fundamental element 
of continuous prosperity, the retail salesman, has been 
left too long to his own devices to overcome the growing 
difficulties of retail contact. 

Yet retail sales are the life principle of any business. 
On their development rests the rise or fall of any in- 
dustry. Admitting that the moot saturation point may 
not literally be reached for some time to come, no one 
can dodge the issue that the automobile industry is 
coming more and more each year under the law of 
diminishing returns. The automobile dollar buys at 
least twice as much now as it did 10 years ago; and the 
only way that the manufacturer can ‘overcome the 
Shorter earnings of his lesser profits is by increasing 
the volume of his retail sales. 
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By Frank J. Mooney 


If the importance of retail sales in the general scheme 
of the business is so obvious, why is it then that its 
progress has not kept pace with other intensive develop- 
ments? Simply because the history of human nature 
repeats itself. The present state of the automobile 
business, with regard to retail sales, reminds me of an 
instance we sometimes encounter in almost every walk 
of business. 

The successful man is moving along at the top of his 
stride. He begins to slow up physically, perhaps goes 
so far as to seek medical aid. The doctor informs him 
that he is due for a general overhauling. Yet although 
he may be quite aware of his condition, he hesitates to 
undergo the interruption of his daily affairs, and tries 
to make the old physique do for the time being, promis- 
ing himself that in the near future, he will take the 
proper steps for his rehabilitation. In most cases he 
lets the condition run along until there comes a genuine 
breakdown. Then it’s a question of inherent vitality, 
as to whether he comes back quickly or slowly, if at all. 

It seems to me that a great many automobile manu- 
facturers are gradually finding themselves in a similar 
situation. Up to a few years ago, concentration on a 
retail sales policy was not an urgent necessity for the 
manufacturer’s sales organization because there were 

(Turn to page 42, please) 


- 
es ae 

snd Meno ae 
wise AAA LLAL AS POP IADS 


ALVAGING of old automobiles by companies co- 
operatively owned and operated by dealers is an 
activity that has attracted unusual attention in 
the automotive industry in recent months. 

The prime idea behind group salvaging operations 
is to definitely remove so-called junk automobiles from 
the channels of trade. Of course, when one considers 
the staggering number of old cars in existence it seems 
almost an impossible task to actually relegate all of 
them to the junk heap, hence it appears that cooperative 
salvaging is not strictly a cure-all. But it is a possible 
remedy for one of the factors which make used auto- 
mobiles a serious drain in profits. So it follows then 
that among important factors are the possibilities of 
making the salvaging operation self-sustaining and, 
if operating losses are expected, whether the advantages 
gained would be sufficient to compensate for these 
losses. 

In several fairly large cities the dealers have banded 
together and are now conducting their own salvaging 
business while dealers in a number of other cities are 
known to be interested to the point that they are in- 
vestigating the advisability of undertaking similar 
activities. 

The companies now in operation have been function- 
ing for less than a year. For that reason it is rather 
difficult at this date to actually determine their value to 
the industry or to predict with any degree of accuracy 
the potential size the activity may gain over a period 
of years. It is, on the other hand, a topic that is 
particularly interesting to both dealers and car and 
parts manufacturers, for it deals with a hitherto 
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Kansas City contribution 


C OOPERATIVE 


An Investigation Into “Dealer- 
Things in Favor of Such Activ 


mation for Groups 


By Lewis 


undeveloped phase of the automobile _ business. 

Because of the increasing interest that has been mani- 
fested in many quarters in salvaging operations, an 
investigation was made of the activities to date, and 
the reasons for establishing a group salvaging business 
and the various problems that arise and means that 
have been taken to cope with them will be outlined in 
sequence. It must be remembered that the information 
represents facts gathered from various cities. The 
study covered both privately and group-owned opera- 
tions, and, as nearly as possible, averages will be used 
so that they could apply more or less to any locality. 

Salvaging of automobiles by companies cooperatively- 
owned and operated by dealers have been undertaken 
in two ways: 

(a) To sell used parts and salvage. 

(b) Selling salvage materials (scrap) only. 

The advantages to be gained by the operation of 
such an institution are: 

1. To keep out of circulation all cars and trucks which 
have been sold as junk to junk dealers. 
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0 cooperative salvaging 
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Operated Wrecking Reveals KM any 
ity and Furnishes Need ful In for- 
Flirtin 2 With the Idea 


C. Dibble 


2. To retain in the dealer organization any net profits 
which may be derived from the operation of salvaging 
cars. 

This activity, as any dealer will appreciate, is closely 
allied to the used car problem, since he has many times 
had the experience of being required to compete with 
other dealers on an allowance on a car which he has 
previously sold as junk. The used car loss due to the 
circulation of these cars cannot be estimated, and yet 
it is known to exist and must represent quite an item, 
Since it is estimated that about 30 per cent of the cars 
sold to the independent junk yard are re-sold as com- 
plete cars. This is not an unreasonable figure when a 
statement made by the United Auto Wrecking Co., of 
Kansas City, is considered. The statement indicated 
that 80 per cent of the cars received at the yard came 
in on their own power. 

In figuring on salvaging operations in any community 
it is perhaps best, after all, to refer to the old law 
Which governs business success. It follows then that 
the most important factors to consider are supply and 


A GING 


demand. By this is meant the establishing of the rela- 
tion of the number of cars available for salvaging and 
the demand for used parts and salvage. 

In view of the fact that the greatest portion of net 
sales is derived from used parts, it follows then that 
this classification of merchandise becomes the most im- 
portant element. In other words it might be said that 
the sale of used parts will cover the cost of sales and 
cost of operations, whereas the net profit will be de- 
rived from the sale of salvaged material which repre- 
sents only a small portion of the total net sales. 

Taking up the matter of sales, a study shows that the 
average car will cost the salvage yard about $15. In 
some cities it is lower than this, in others higher, but 
as a means of giving a fair example we are using the 
average. If towing service is rendered it will add ap- 
proximately $2 to the cost of the car by the time it is 
brought into the yard. The actual cost of dismantling 
and sorting materials in the car will add another $2.50 
to $3. Overhead, covering such items as rent, salaries 
and other incidental expenses, will amount to possibly 
$6 or $7 a car. The total cost of sales and expenses 
of the car then will be about $26. 

The average weight of possible salvage material, if 
everything were sold for salvage, would be about 2000 
lb. or 1 ton. At present salvage prices, it is estimated 
that the scrap in sufficient quantities would bring about 
$12 a ton. Obviously then, it is necessary to sell some 
of the material as used parts, as they will bring a 
much higher price than if they were sold for salvage. 

The investigation indicates that dealer organizations 
interested in cooperative salvaging should first of all 
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obtain from their own rec- a 
ords the total number of cars 
sold as junk during the pre- 
vious year, and also the 
amount that was_ received 
for them. This may be ob- 
tained by appointing a local 
secretary or anyone willing 
and capable to do this work 
to call on all car and truck 
outlets in their community 
and gather this information. It might also be well 
to include in this survey independent service stations. 
This information will indicate the approximate num- 
ber of cars which will be available as junk and the 
average price which will have to be paid to obtain 
them. The information will prove exceedingly val- 
uable after the enterprise has been launched, since 
independent junk yards invariably increase materially 
the amount they will allow dealers after a cooperative 
salvaging operation has been started. 

Naturally, the greatest number of cars will come from 
dealers over a period of a year. However, in the winter 
months when a dealer’s supply is low, a very ready 
source exists among owners, who, for one reason or 
another, feel the necessity of getting the money out of 
their cars. It is also interesting to note that experience 
indicates that owners will sell their cars to junk yards 
at a price from 20 per cent to 30 per cent below the 
amount which must be paid dealers. 

Many owners of old unserviceable cars are so anxious 
to get rid of them that they abandon them in the streets. 
The City of Detroit has found it profitable to set up 
its own salvaging plant. The cars are towed to the De- 
troit House of Correction and, after being advertised 
for 30 days, are broken up by prison labor. Good parts 
are saved and sold as such, while the balance of the 
automobile goes on the market as scrap. The number 
of cars which find their way to Detroit’s municipal junk 
heap at times averages 10 a day, and city authorities 
estimate that there are at least 5000 automobiles now 
left abandoned in the streets and alleys which should 
be towed to the prison and dismantled. 

In selecting a location for the salvage yard, the most 
important factors to consider are convenience to the 
trade and individual owners, trackage for salvage ship- 
ments, sufficient space and low rental. Naturally, it 
seems desirable to locate in the junk yard district from 
the standpoint of attracting the greatest number of 
customers. No doubt other low rental property may be 
available. In the case of Kansas City, a very ideal loca- 
tion with sufficient space and buildings was obtained 
by leasing property which had formerly been utilized 
by a lumber yard. 

Inasmuch as it is vital to have parts accessible and 
under cover, due consideration should be given to build- 
ing requirements. Arrangements should include a build- 
ing where the disassembling could be done under cover. 
The amount of space needed for storing complete 
vehicles is dependent upon whether the yard desires to 
dismantle these cars as fast as they come in, or hold 
them so that dismantling may be done on a more or 
less production basis. 

Every yard, of course, will have to have an adequate 
supply of chisels, hammers, pinch bars and bolt cutters. 
If desirable and if insurance rates are not too great, 








O predict the future scope of coopera- . 

tive salvaging operations at this time 
would be difficult. This study of the matter 
has revealed there are many things in 
favor of such operations, providing it can 
be worked out on a self-sustaining basis. 
With the interest that is being manifest in 
the subject, it is more than likely that the 
industry will hear and learn much more 
. about it in the months to come. we 
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acetylene cutting torches can 
be used to advantage. Power- 
driven shears may also be 
used for cutting steel scrap, 
Parts which havé been clean- 
ed make a much more salable 
appearance and for this rea- 
son some of the yards have 
found it advantageous to use 
a cleaning tank for cleaning 
parts before placing them in 
stock. Compounds used in this work are similar to 
those used in repair shops. 

Observation indicates there are several systems for 
stocking parts. Some yards stock them according to 
makes and models of cars and others by kinds of parts. 

The Omaha cooperative yard, in making racks for the 
heavier parts, utilized salvage Ford frames complete 
for the cross members. 

In selling used parts it naturally should not be the 
desire to encroach on the new parts business. However, 
the operation should make every endeavor to obtain 
the maximum portion of the used parts business in its 
trading area. The trading area is not confined to the 
community, as it has been found that there is a con- 
siderable demand for used parts in the rural districts. 

Dealers who are participating in cooperative junking 
yards defend the sale of used parts by pointing out 
that such parts will always be procurable; that the in- 
dependent junkmen will sell them whether the cooper- 
atives do or not, and that the cooperatives, therefore, 
may as well get a share of the business. 

So far the following sales methods have been em- 
ployed in varying degrees of intensity: Newspaper ad- 
vertising, both display and classified; personal solici- 
tation; catalog; direct mail; handbills and tags placed 
in old cars. Also newly established cooperative yards 
have derived splendid aid from the favorable comment 
of newspapers. 

The prices of used parts are controlled by competi- 
tive prices and demand. However, the usual practice is 
to sell parts at from 50 to 60 per cent of the price of 
corresponding new parts. 

While accounting or even bookkeeping is a sort of 
foreign term in the operation of a junk yard, yet it is 
evident that, in view of the fact that these yards are 
operated on a cooperative basis, it will be necessary to 
keep the members informed as to the financial condi- 
tion of the company at all times. Most any of the 
standard bookkeeping systems, it seems, may be adopted 
to such an operation. 

Experience shows that it is desirable to incorporate 
the salvaging operation of a community as a separate 
company and to devise a plan whereby the local dealer 
association retains the stock control of the company. 
It also appears advisable for the salvaging company, in 
selecting a manager, to have a person in charge who 
has a pretty good working idea of the parts business. 

As already stated, to predict the future scope of co- 
operative salvaging operations at this time would be 
difficult. A study of the matter has revealed there are 
many things in favor of such an operation, providing 
it can be worked out on a self-sustaining basis. And 
with the interest that is being manifest in the subject, 
it is more than likely that the industry will hear and 
learn much more about it in the months to come. 
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The drive-in-and-out feature here is valuable in the quick and easy handling of cars, although at night additional storage 
space can be had by filling the cross passage with four cars as shown in dotted lines 


bbe been very much interested in your 
article on page 41 of the Sept. 15 
issue of Motor Ace, and it occurred to 
me that you might be willing to give us 
some help. 

As our letterhead will tell you, we 
handle Nash cars and are planning the 
erection of a building to be ready for 
us next spring which will be 75 ft. 
front and 160 ft. depth, one floor; sales 
and office space will take up approxi- 
mately 40 x 75 ft., leaving 120 x 75 ft. 
for service. 

We want to do practically everything 
that’s done to Nash cars except wood- 
work and painting. We want to be pre- 
pared to alemite, change oil, grease 
thoroughly, overhaul, do minor repairs 
—in fact, as noted above. 

If I’m not asking too much I’d like a 
Suggested layout from you, though I 
must admit that in asking this I know 
nothing about your plans or whether 
you do this kind of thing or not, but 
the idea came from the article above 
mentioned.—Kilborn, Inc., Decatur, III. 


-_ 


HERE are two ways of handling 
a building of this size, one the 


way we have done it and the 
other to make two cross divisions but 
extending way across. One should be 
50 ft. wide for storage and the other 
60 ft. wide for shop. This latter 
method would give more shop space but 
not so much storage space as the one 
used; the shop would have a bench on 
each side with the cars facing the bench 
and a center aisle extending across from 
the outside door. The special shops 
would be located at the front inside 
corner or perhaps way across the inside 
end. A passage would of course have 
to be left to the showroom and one to 
the storage garage at the rear. 

We are going into detail about the 
method not used for the reason that 
there is really very little choice between 
the two, but we like the one used some- 
what better because of its drive-in-and- 
out feature in the garage and its fairly 
private shop which can be kept warm 
for winter work without heating the 


whole building, except slightly. 

There would seem to be quite a little 
loss of garage storage space in order 
to maintain a passage between the 
aisle, but while this space is apparently 
wasted, it may be filled with demon- 
strators and other business cars which 
are out all day. 

Parts and accessories are grouped 
together in one stock and sold from it 
direct over a counter and showcase to 
customers in the showroom or delivered 
to the shop through the parts window in 
the passage from garage to showroom. 

There is a space at the rear of the 
shop which has not been allotted to any 
use but which could be used for tire 
service with repair shop combined or 
any other department you may see fit to 
add such as radiator repair, brake re- 
lining service, etc. 

No service sales office has been pro- 
vided, but if you wish one, it could be 
substituted for one of the car storage 
spaces which are located just inside the 
entrance. 
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more natural prospects for ‘a 
automobiles, that could be | 
normally reached, than there 
were cars enough to go 
around. And as the market 
grew more crowded, manu- 
facturers simply brought to 
bear a little more pressure 
on the wholesale situation. 
Now, however, with practi- 
cally an automobile for every 
family in the country, the 

old high pressure wholesale | 
selling methods are inade- 
quate. 

Today the only way the average retail salesman can 
interest at least 80 per cent of his prospective auto- 
mobile buyers is to make that buyer dissatisfied with 
his present car by demonstrating a better value. At 
the same time he has on his hands the complication 
of a used car which, in most instances, must be absorbed 
at a price that cuts deeply into his normal profit on 
the new car. 

The successful manufacturer of today and tomorrow 
must find means to come to closer grips with the 
problem of the individual prospect. Already steps are 
being taken to help more definitely the retail salesman. 
For instance, one of the biggest automobile corporations 
is devoting a large amount of newspaper space to edu- 
cating the public that it is not good business to seek 
a false price for a used car, to the exclusion of other 
essentials in a good exchange. But much more will have 
to be done until such a time as every wise manufacturer 
faces the fact that the development of better retail 
selling methods is the key to the solution of his future 
problems. 

There seems to be a growing tendency among the 
more progressive manufacturers to treat their execu- 
tive problems each year as though they were those of 
an absolutely new business. It seems to me that this 
line of thinking applies with special force to the motor 
car industry. Offhand, I cannot think of any other that 
is subject to change, so open to novelty and radical im- 
provements as the automobile business. Just hark back 
a very few years. Think of the balloon tire, the four- 
wheel brake, and recently the high compression head 
motor. Due to these factors alone, four years have made 
obsolete more cars than have all the previous years of 
the industry. 

Five years of changes have necessitated a complete 
revolution of the design of the greatest maker in the 
industry. 

Let’s see what has actually happened by the applica- 
tion of this principle to this particular industry. Walter 
Chrysler made an entirely new business out of the old 
Maxwell, not merely with a new car and a new name, 
but also because he had the perception to surround 
himself with the right kind of brains to sell and ad- 
vertise his new policies. Look what Cord did to make 
the waning Auburn a bigger factor that ever before 
in its history. What Graham Brothers are doing with 
the Paige will bear close watching in the next year 
or so. A good many business analysts look upon them 
as the Van Swearingens of the automobile business. The 
history of applying a “new business attitude’ seems to 
have borne an_ exceptionally productive harvest 





ual prospect.” 





WRONG WITH RETAIL 


( Continued from page 37) sil 


ODAY the only way the average sales- 

man can interest at least 80 per cent 
of his prospective automobile buyers,’ Mr. 
Mooney declares, “is to make that buyer 
dissatisfied with his present car by demon- 
strating a better value. 
he has on his hands the complication of a 
used car which, in most instances, must be 
absorbed at a price that cuts deeply into 
his normal profit on the new car. 


“The successful manufacturer of today 
and tomorrow must find means to come to 
closer grips with the problem of the individ- 


Motor Age 


SELLING? 





in the automobile business. 

It does not take much im- 
agination, putting yourself 
at the point of purchase, to 
realize the effect of these 
changes on buyer and seller. 
Is it any wonder that the 
retail salesman, consciously 
or unconsciously, is groping 
for help more _ substantial 
and more fundamental than 
he has ever before received? 

The manufacturer today 
/ who will take literally the 

Biblical saying that the 
“meek shall inherit the earth,” and with every re- 
source of research, individual contact and analysis 
at his command, begin to study sympathetically and 
understandingly the position of his retail salesmen, 
is the one that is going to be best bulwarked 
against the law of diminishing returns and the ulti- 
mate survival of future years. 

The day has come when manufacturer, factory man- 
ager, district manager, distributor can no longer rest 
his responsibility on wholesale sales. He must learn 
more about the ultimate consumer. He must figure not 
only on the consumer’s next car, but also on the present 
car that will then be offered for exchange. He must 
help the man on the firing line to use greater ingenuity 
than ever before in his discovery, his approach and his 
closing of possible buyers. 

All this means thoughtful adjustment of present sales 
organizations all the way down the line. It is going 
to take courage, persistence and sound thinking to con- 
quer the new conditions. However, the automobile in- 
dustry has never been backward in these qualities. 
Everyone who has had an opportunity to compare auto- 
mobile development with that of other industries real- 
izes that the motor car manufacturer has added a 
handsome contribution to selling thought. 

Considering the staple nature of the automobile in- 
dustry, the retail end of it is still by far too unstable. 
There are too many failures, too many changes from 
one line to another. The remedy is fewer dealers and 
more real retail merchants. And this means closer 
attention to the development of the retail sale all along 
the line from factory to point of purchase. 

Retail sales are not the whole solution of the problems 
that beset the automobile business. But they are at 
least as important as the wheels of an automobile: you 
can’t run one without the other. 

One hears the theory of “survival of the fittest” 
applied more often to the automobile business than any 
other I know of. I think the reason is that everyone 
realizes it takes an unusually smart man to succeed 
today in mastering the complications of this business. 
But the wonder of it is, not merely that so many have 
survived, but that they have continued to go on and up 
in the face of problems that would swamp a less vigor- 
ous industry. 

At any rate, indications of the next great forward 
movement in automobile selling point to a deeper in- 
sight into the why of “ask ’em to buy,” and the results 
are bound to develop sharper wits at the point of pur- 
chase to meet the more sophisticated attitude of the 
modern buyer. 


SS 


At the same time 











ere S99 





December 1, 1927 








3 





39 








{ READERS’ CLEARING HOUSE 


| 








Questions Answered By (. Edward Packer 





Who Knows This One? 


What automobile company or engineer was 
the very first to use or introduce the high- 
pressure oiling system which makes use of 2 
hollow or drilled crankshaft? Was this man 
Walter P. Chrysler?—T. T. McCormick, 
Moore Filling Station, Crystal City, Texas. 


RANKLY, we don’t know which car 

was the very first to use a lubricat- 
ing system that made use of a hollow 
crankshaft for distributing the oil to 
the connecting rod bearings and other 
parts. Our specification tables in 1909 
do not go into detail on this point, but 
in 1910 we find that the following cars 
had force-feed  lubrication—Colburn, 
R.A.C., Senator, Traveler, Velie, Over- 
land and Peerless. 

Motor AGE readers are invited to 
send in any information they may have 
on this subject, in order that we may 
publish it for the benefit of all. 





Steering Details on Essex 4 


I have a four-cylinder Essex car, Model 
21, Car No. 615235. I would like to get 
complete details about the steering mechan- 
ism and its adjustment.—M. R. Rodriguez, 
Ponce, Porto Rico, P. O. Box 350. 


A will be seen in the illustration the 
wheels should be 5/16 to % in. far- 
ther apart at B than at A. An align- 
ing gage is a great help in checking up 
on this. If the wheels do not check 
up as stated, you can take the nut off 
of the pin, indicated by No. 1, and with- 
draw the pin. Then loosen the bolt, 
indicated by No. 2 in the diagram, and 
turn the end of the tie-rod to the right 
one turn if the wheels were too close 
together at the front, or turn it to the 
left one turn if the wheels were too 
far apart at the front. Put pin No. 1 
back in place and check the measure- 
ment A and B again, repeating this 
adjusting operation until the dimension 
is correct. Then be sure to draw both 
bolts up tight and put the cotter keys 
back in place. 

Back lash in the steering connections 
should be taken up by pressing out on 
the inside of the front of the tires be- 
fore checking the dimensions A and B, 
and when checking this dimension the 
Weight of the car should be on the 
Wheels, That is, the car should not be 
Jacked up off the ground. 

To adjust the steering gear remove 
the screw on top of the steering gear 
housing and lift the locking plate clear 
of the adjusting nut. End play in the 
gear can be eliminated by screwing the 
hut downward until there is no more up 


and down motion. Replace the locking 
plate in such a position as to bring one 
of the two holes as nearly as possible 
in line with the hole in the housing. 
Should it be necessary to move the 
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adjusting nut slightly in order to make 
the holes line up again, the nut should 
be backed off to give a little play rather 
than tightened. The worm wheel shaft 
has an eccentric bushing. In order to 
bring the worm wheel deeper into mesh 
with the worm, remove the steering 
arm and cover. The worm wheel and 
shaft may then be removed. Exami- 
nation of the eccentric will show a 
series of notches at the end nearest the 


steering arm. The bushing is prevent- 
ed from turning by means of a pin 
which fits into one of the slots. This 
may be removed and the bushing turn- 
ed enough to bring about the desired 
adjustment. The pin should then be 
replaced and the steering gear reas- 
sembled. 





What Happens With Slow 
Cranking 


We are very much interested in Moror 
Ack and would like to ask a question 
which at first sight may sound very ama- 
teurish. What is the effect of turning an 
engine over slowly with the ignition 
switch on? Of course, a fast turnover is 
necessary for a magneto to produce a hot 





















spark and so cause combustion, but with a 
coil the spark is good even at low speed. 
What we want to know is what happens 
as the result of the expanding force of the 
explosion when combustion takes place and 
the spark is advanced to slightly after dead 
center without any impetus in the flywheel. 
It seems that the burning gas must escape 
through the piston walls or otherwise it 
would blow off the cylinder or piston head. 
—Staats and Vallancey, Tampico, Mexico. 


















SHOP KINKS 
Yeas that have proved usef 


ISHING to keep my 

copies of Motor AcE in 
good condition on a shelf over 
my bench, I made book racks 
by bending up the ends of a 
pair of license plates, as shown. 
It’s mighty handy to have this 
material available when need- 
ed, and these book ends are 
very readily made.—Wm. H. 
Skinner, Narberth, Pa. 

















Readers of Motor AGE are invited 
to submit ideas that they have found 
useful in doing some particular service 
job in the shop in a better or quicker 
way. For each one published $2.00 
will be paid. Whenever possible the 
idea should be accompanied by a sketch 
or diagram from which a drawing can 
be made. 




















HEN the explosion takes place 

with the engine being turned very 
slowly and the spark occurring after 
dead center, the engine turns in the 
natural direction of rotation. Had your 
question been differently worded and 
you had asked what would happen to 
an engine that is cranked very slowly 
with the spark advanced, or occurring 
before the piston reaches top dead cen- 
ter, the answer would be quite differ- 
ent. Here a violent back kick would 
occur. That is, the engine would ro- 
tate backward for a portion of a turn, 
or possibly a whole revolution, and if 
the engine were being cranked by hand 
this would be likely to injure the man 
who was cranking it. If it were crank- 
ed with an electrical or mechanical 
starter, damage would result to the 
starting mechanism. We have occasion- 
ally seen engines cranked over slowly 
and the cranking force was just suffi- 
cient to prevent a kick-back when the 
spark was advanced a little too far and 
the result was that most of the pres- 
sure blew by around the piston and 
leaked out at the valves. Of course, 
if piston and valve conditions were 
perfect, this could not happen and the 
strain would be terrific, but we do not 
believe that it would result in breaking 
the piston or cylinder head. The rea- 
son for this is that these parts are de- 
signed with a sufficient factor of safe- 
ty to take care of this condition. 
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Inside Details on Stromberg 
O E Carburetor 


I have a model 6-54 1924 Oakland equip- 
ped with a Model OE Stromberg carburetor 
that does not seem to take the gas right up 
to 25 miles an hour. Above 25 miles an 
hour the action seems to be O.K. It acts just 
as though the adjustment were too lean up 
to that speed, but after 25 miles an hour 
is attained it seems to step right out, 
even with the engine fairly cool. Warming 
up does not change any of this perform- 
ance appreciably. The mileage obtained is 
about 12 miles per gallon city driving. 
However, on a trip I can average better than 
20 miles per gallon, by just cutting the car- 
buretor down about two notches. The fol- 
lowing work has been performed on the en- 
gine: Block rebored and new pistons and 
rings fitted and valves ground. I have also 
inspected the automatic spark advance to 
see that the governors operate freely. What 
is the trouble?—J. & R. Auto Electric, 130 
N. Manchester Road, Kenmore, Ohio. 


6 hee fact that you can get such good 
mileage on long distance runs in- 
dicates that your engine and ignition 
system must be in pretty good condition. 
However, there is a possibility that 
your breaker points are set a little too 
close, which would be O.K. for high- 
speed operation, but not so good for 
low-speed work. We would suggest 
checking these to see that they have 
an opening of .023 to .025 in. Also, 
the spark plugs should be in good con- 
dition and have a gap of .022 in. We 
are showing the cross-sectional view of 
this carburetor in order that you will 
be able to picture just what takes place 
in it. 
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Of course, before attempting to ad- 
just the carburetor you should run the 
engine until it is at an efficient operat- 
ing temperature which will be in the 
neighborhood of 180 deg., or with the 
Moto Meter just to the circle. Ordinar- 
ily there are only two adjustments 
which you should concern yourself 
with. If these adjustments do not ac- 
complish the desired results, it would 
be our suggestion that you send the 
carburetor to a Stromberg service sta- 
tion, as they have the tools and gages 
for putting it in shape. | 

Before making the high-speed adjust- 
ment set the throttle control button te 
give a speed of about 25 miles an hour. 
Turning the high-speed adjusting screw 
in a clock-wise direction gives a leaner 
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mixture, while the opposite movement 
will produce a richer one, as you well 
know. We would suggest starting at 
three turns open and then turn the high- 
speed adjusting screw in a clock-wise 
direction until the engine slows down. 
Then turn back one notch at a time in 
a counter-clock-wise direction until the 
engine runs smoothly. This should be 
somewhere between two and three turns 
open. As you have already found, sev- 
eral notches less will give more econo- 
my for long runs, while one or two 
notches more may be best for short 
runs, especially at this time of year. 

The idling adjustment is controlled 
by the idle adjustment needle screw 
shown in the illustration. This adjust- 
ment should be turned in a clock-wise 
direction until the engine slows down. 
Then gradually turn it in a counter- 
clock-wise direction until the engine 
runs steadily and there is a continuous 
hissing sound in the carburetor. Be- 
tween 4% and one turn open should give 
a correct adjustment. For idling the 
fuel is drawn from the outer space 
around the main discharge jet and 
through a small hole in the threaded 
body of the idling tube, this hole act- 
ing as the idle orifice. In the side of 
this tube, sometimes below the level and 
sometimes at the levels are one or more 
small holes which give an air bleed. 
The idling tube channel terminates at 
the idling discharge jet, whence it dis- 
charges into the carburetor barrel at the 
edge of the throttle. More air is ad- 
mitted to the idling charge through the 
idling adjustment, the air being taken 
by way of a hole in the upper part of 
the venturi tube. 

The point of the idling adjustment 
of the idling tube, so that the stream of 
needle is slightly off-set from the path 
spray coming up from the idling tube 
will not strike the needle shank and be 
converted into larger drops. The loca- 
tion of the idle discharge jet up or down 


in relation to the position of the throt- 
tle valve edge, is very important, and 
a variation of a few thousandths of an 
inch either way will perceptibly change 
the low-speed mixture range of the car- 
buretor. It seems that this is possibly 
what is causing your trouble, and refer- 
ence to the small illustration will show 
just what we mean. 

As you know, there is a very high 
suction above the throttle when the en- 
gine is idling and this suction does not 
change very much from the time the 
engine is idling up to the time the main 
jet comes in, which is perhaps 15 miles 
an hour. If the mixture from the 
idling adjustment were discharged in 
the space above the throttle valve, the 
same amount of gasoline per minute 
would be fed whether the car were go- 
ing two miles an hour or twelve miles 
an hour. In order that the idling speed 
may increase as the throttle is open, 
although the suction above the throttle 
does not increase, the construction 
shown in the smaller illustration is 
utilized. 

The throttle is shown in a closed po- 
sition corresponding to perhaps 2 miles 
an hour, while the dotted line shows the 
position of the throttle at about 10 
miles an hour. The idle discharge jet 
is made with a slot at the edge of the 
throttle, so located that at the two miles 
per hour position a considerable part of 
the slot is below the throttle under very 
little suction, while only a smal! part 
of the slot is above the throttle and ex- 
posed to high suction. As the throttle 
opens its edge travels downward on the 
slot so that more of the slot is exposed 
to high suction and less to low suction, 
and in this way the average suction 
back of the slot on the hole leads to 
the idling tube passage, is made to in- 
crease as the throttle is opened. If 
too little of the slot is above the throt- 
tle at two miles per hour, it will be nec- 
essary to screw the idling adjustment 
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almost down to seat, which will result 
in the mixture being richer than is 
necessary at 10 to 20 miles per hour. 
If too much of the slot shows above 
the throttle, it will be necessary to take 
the idling adjustment screw almost all 
the way out to get the proper mixture 
for low idling and the mixture will then 
be too lean at 12 to 17 miles per hour. 

From the description of the way your 
car acts, it certainly seems that your 
trouble must be in this place. This 
leanness of the mixture besides show- 
ing an unsteady running at these 
speeds will cause the motor to be weak 
or misfire when the throttle is open 
from these speeds and may also cause 
the engine to stumble or miss when 
the throttle is open slightly from a 
low idling position. When this con- 
dition exists, it is necessary to try to 
average up the idling adjustment so 
that the mixture will not be too lean at 
17 miles an hour and will not be too 
rich at 5 miles an hour. 





Add Brace to Stop Excessive 
W ear 


I am going to overhaul a clutch on a 
Dodge car that has done 9300 miles. This 
car was driven in a few days ago with a 
frozen clutch pedal. While freeing up the 
clutch pedal I removed the clutch inspection 
plate and noticed that the clutch driving 
discs were badlly worn on the fiywheel studs. 
They had fully 3% in. of play on these studs. 
Please let me know what I should do so as 
to prevent this wearing in this way in the 
future—K. Backen, 9172 Concord Ave., De- 
troit, Mich. 
yaom any Dodge dealer you can pur- 

chase a clutch and transmission sup- 
port No. 28960. This is installed be- 
tween the side channels of the frame 
and supports the rear end of the clutch 
housing. This additional support pre- 
vents any up and down motion of the 
transmission and clutch housing, and 
consequently does away with excessive 
wear in the clutch plate. 





Wolverine Valve Timing 
Please give me the valve timing on the 
Wolverine—H. F. Price, McConnelsville, 
Ohio. 
THE intake valve opens and the ex- 
haust valve closes at 5 deg. after 
top dead center. 
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Essex 4 Wiring 
I have a Model 21, four-cylinder Essex 
car with engine number 615235. Can you 
please give me a wiring diagram on this P— 
M. R. Rodriguez, P. O. Box 350, Ponce, 
Porto Rico. 
WE are showing the wiring dia- 
gram of this car in line with your 
request. 





Sprung Crankcase Breaks 
Ford Shafts 


Have been a reader of Moror Ace for 
some time and would like to have some in- 
formation on a Ford ton truck. This truck 
has been overhauled three times in the last 
six months for low speed drums breaking. 
Has had new transmission shaft, new drums, 
anything that has been needed new has been 
put in. Now the truck is in with crank- 
shaft broken. Have had trouble with one 
other truck in exactly the same way. What 
can be causing thisP—H. F. Price, McCon- 
nelsville, Ohio. 


M ISALIGNMENT of the crankcase, 
which results in throwing your 
transmission out of line, is the most 
likely cause of all of this trouble. You 
might think of the ball cap in the trans- 
mission of the Ford as being the fourth 
main bearing for your crankshaft. Of 
course, this is not exactly the correct 
way of describing it, but it will give 


you the idea. The transmission is bolt- 
ed securely to the crankshaft, and if the 
ball cap is not perfectly centered in 
line with the crankshaft, the trans- 
mission will be thrown out of line, 
which will probably result in breaking 
the flange from the crankshaft, or 
throwing the bearings out of line. 

There are regular Ford crankcase 
aligning jigs on the market and their 
use is to be highly recommended. If 
one is not available, you should use a 
long straight-edge to see that the 
transmission end of the crankcase has 
not sagged from use, or has not been 
pushed to one side or the other as the 
result of the truck having been bump- 
ed into a curb or other solid object 
when backing up. As the drive shaft 
and radius rods are supported by the 
rear end of the crankcase, you will see 
that a severe blow on the rear wheels 
would be likely to throw the crankcase 
out of line. Of course, if the crankcase 
is in perfect alignment, the breaking 
of transmission drums is most likely 
due to extreme chattering of the bands. 
Old oil will cause bands to chatter, 
and other causes are hard and glazed 
bands, or looseness anywhere between 
the transmission and the rear wheels, 
such as in universal, differential, axle 
shafts, hubs and wheel rims. 





Kissel’s New 8-80 


(Continued from page 33) 

Lockheed hydraulic, external contracting 4-wheel 
brakes are used. Brake drums are 14 in. in diameter 
The emergency brake, also external 
contracting, is mounted on the propeller shaft. 

Springs are long, wide and flexible and are made of 
Both front and rear springs are semi- 
The front springs are 57 in. long and 2 in. 
wide and are underslung. Front springs are 38 in. 
The ends of each spring are em- 
bedded in a special rubber cushion; thus eliminating all 
spring bolts and shackles. The engine also is mounted 


with a 2-in. face. 
alloy steel. 
elliptic. 


long by 2 in. wide. 


on rubber shock insulators. 


The 15-gal. gasoline tank is mounted on the rear end 


is used. 


of the frame and held in place by a riveted, steel angle 
support. The gasoline gage is mounted on the instru- 
ment panel, with the oil gage, ammeter, speedometer 
and engine heat indicator. 

Bodies are constructed of seasoned ash covered by 
20-gage special body steel. 
insuring rigidity. 

A new special type of tilted windshield with a one- 
piece glass, giving the driver clear vision in all weather, 
The windshield frame is a single casting 
highly finished. The chassis is lubricated by Alemite. 
Tires are 30 x 6. Wheelbase is 125.in. 

Standard equipment includes extra tire rim, automatic 
windshield wiper, double mirror, combination stop and 
backing light and cowl ventilator. 


Fenders are 18-gage steel, 
Wheels are of wood. 
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The Newest in Accessories 
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New Boyce Moto Meter 


HE new improved distance type 
Boyce Moto Meter, known as the 
Red Ball model, is a dash type of motor 
heat indicator. The green spot means 
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safety and proper motor temperature 
but as soon as overheating takes place 
and the danger point is reached the 
red ball flashes its unmistakable warn- 
ing to stop and investigate before 
serious and costly motor troubles de- 
velop. Being illuminated, it flags at- 
tention night or day and its warning is 
easily understood. The Red Ball Boyce 





Moto Meter is said to be easily installed 
in 15 minutes. Prices, $10 for the 
dashboard type and $12.50 for the 
steering column type. Made by Moto 
Meter Co., Inc., Long Island City. 


Flashlight 


ie the Ray-O-Vac flashlight the new- 
est and most important improvement 
is found in the switch. This is of the 
oscillating type. Pushing easily to the 
right opens the switch, then a push on 
the button flashes the light while a 
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heavy pressure on the button will cause 


the light to burn steadily. These lights 
are made in 9 models. The list prices 
range from $2.25 to $4.00; batteries 
extra. 





Windshield Wiper 
HERMOWIPER is a_ windshield 
sqeegee embodying entirely unique 

construction. It consists of two wiping 
surfaces with a heating element be- 
tween. This heating element is con- 
trolled by a switch on the instrument 
board and should ice form on the wind- 
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shield, the heat that this wiper will 
generate will quickly thaw it. It is 
easy on the battery as it draws only 
2% amperes. This sells for $1.75 and 
is suitable for either hand or automatic 
wipers. 





Charg-A-Matic 
HE Charg-A-Matic plugs into the 
light socket and immediately starts 
delivering a charge of from 1 to 1% 
amperes to the “A” battery. This charg- 
ing rate continues until the full battery 
capacity is reached. When battery is 
fully charged the rate of charge is auto- 
matically reduced to approximately .3 





amperes. This charging rate continues 
until the voltage begins to get low. 
When the battery voltage 
starts to get low Charg- 
A-Matic automatically re- 
sumes its full rate of 1 to 
1144 amps. and brings the 
“A” battery up to its full 
capacity again. 

This device is equipped 
with a plug for attaching 
“B” eliminator and an au- 
tomatic switch which shuts 
off charger and turns on 
“B” eliminator when set 


"| is in use and vice versa when it is off. 
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Cannot be harmed by incorrect hook-up. 
A fuse eliminates this danger instantly. 

Made by Johnson Motor Products 
Co., 1401 Carroll Ave., Chicago. 
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Heater for Buick 
SPECIAL Monroe heater is now 
being made for Buick cars. This 

is manufactured by the Monroe Auto 
Equipment Co., Monroe, Michigan, and 
sells for $18. This heater is of ex- 








sturdy construction and 


ceptionally 
when installed becomes a part of the 


ear. Because of its construction a 
liberal quantity of heated air is forced 
into the car, warming and ventilating 
it even on the coldest days. 





New AutoReelite 

HE Appleton Electric Co., 1701 

Wellington Ave., Chicago, is an- 
nouncing an additional model of the 
inside control AutoReelite for closed 
cars and while similar to the inside 
controlled AutoReelite recently intro- 
duced, the lamp head is somewhat 
larger and of an entirely new shape 
with large reflector and lens. As shown 
in the illustration this light is installed 
through the corner post of closed cars 
or can be used on open cars by means 
of a convenient bracket. This model as 
well as recent models of AutoReelites 
have the reel feature within the shell 
of the lamp back of the reflector and 
the cord, which is approximately 18 ft. 
in length, enables one to use the Auto- 
Reelite as a convenient trouble light at 
practically any part of the largest cars 









or buses. The removal of the lamp 
for extension purposes is simple and 
requires only the loosening of a con- 
veniently located, notched ring, which 
also serves to hold the lamp _ head 
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solidly to the bracket when lamp is in 
any position. 

This new AutoReelite is furnished 
in all chronium finish and is equipped 
with the new type 32 c¢.p. corrugated 
lamp. Also be furnished without the 
reel. 





Auto-Kleen Filter 
UTO - KLEEN, 
Ft as its name in- 
— dicates, is a read- 
“s ily cleanable filter 
suitable for use on 
gasoline or oil 
lines. The list price 
is $6.00. There 
is a handle on the 
top of this filter, 
which connects 
with the filtering 
element and when 
this handle is 
turned the filter is 
instantly cleaned. 
This is made in 
special styles for filtering any fluid. 
The manufacturer is the Cuno Engi- 

neering Corp., Meriden, Conn. 








Arvin Heaters 
NCREASED heating surface and 
greater ease of installation are the 
leading features of the newest Arvin 
heaters. These are made by the Indian- 
apolis Pump & Tube Co., Indianapolis, 
Ind. All except the Arvin universal 
heater have air forced from the fan to 
the heating element which is either the 
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JACKET REMOVED 
To SHOW ARVIN SPECIAL 
HEAT-RADIATING UNIT 


"ZA 


exhaust manifold or the exhaust pipe. 
The Arvin superheater has a special 
heating element which greatly increases 
the temperature of the air. These 
different models are made for practi- 
cally all popular cars and range in 
price from $3.50 to $15. 
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Blowout Boots 
COMPLETE line of self vulcaniz- 
ing blowout boots is now being 

produced by the Twentieth Century 
Manufacturing Co., Midlothian, Tex. 


These are available in sizes for all 
high pressure and balloon tires. A 

















special feature of these boots is the 
thick, cured rubber cushion which 
cements itself to the inside of the 
casing. The list prices range from $0.10 
to $3.25, depending on size and style. 





Car Heater 


Ae that fits any car has 
just been introduced by the Linen- 
doll Corp., 326 W. Madison St., Chicago. 
It contains stepped flange that make 
it easily adjustable to fit any exhaust 
pipe. This heater is simple to install 
for it is not necessary to cut the ex- 
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haust pipe or drill holes. It is said to 
heat with surprising speed and con- 
tains a new register that is guaranteed 
by the maker not to rattle. The heat- 
ing unit is adjustable to any position 
and completely covers the exhaust pipe. 
All possibility of monoxide gas poison- 
ing is eliminated. Adapted to fit any 
ear. List $6.60. 





Snow Flyer 


DEVICE for attaching to the 
lighter car, to make it possible 
to use it in deep snow, consists of a 

















caterpillar endless track that attaches 
at rear (see illustration) and skee-type 
runners that replace the front wheels. 


“pret? 


Made by Snow Flyer Corp., 
Holstein, Wis. 
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New 


Temperature Indicator 


A NEW type of engine temperature 
indicator is Motector. This is 
said to be unfailing in its performance 
and not to be affected in its operation 

















by either altitude or anti-freeze mix- 
tures. This is a product of the Ander- 
son Company, Gary, Ind., and sells for 
$3.50 in the “Pony” model and $5.00 
for the “Scout.” 


—_—-——— 


Bag Strap Clamp 


to Kales bag strap and clamp at- 
taches to the running board and 
provides a safe and quick way of at- 
taching all kinds of luggage or boxes. 

















These sell at 75 cents each and come 
packed two in a box. These are made 
bye the Kales Stamping Co., Detroit, 
Mich. 





Valvlox 


ALVLOX is a valve core that works 

on ane entirely new principle. 
Valvlox is readily installed on account 
of the knurled beveled head and is air- 
tight in the valve stem on account of 
external adjusting rubber seal. At the 
lower end of Valvlox is a pear-shaped 
internal seal or inner valve which is 
locked air-tight when one is through 
inflating the tire. This product is made 
by the Richmond Metal Products Co., 
Richmond, Ind. 
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Brake Drum Lathe 


Q* unusually simple and rugged de- 
sign is the Raybestos brake drum 
lathe. Because of its simple and sturdy 
construction, excellent results are ob- 
tained by the average mechanic. The 
smooth surface that this equipment puts 
on a brake drum results in smoother 





brake action, greater ease in equalizing, 
and longer life of the lining. This is 
made by the Raybestos Co., Bridgeport, 
Conn., and will handle any type of 
wheel without removing the tire, and 
will reface both inside or outside brake 


drums. 





Frame Straightener 

HE manufacturer of this device 

claims that in its use 90 per cent 
of all bent or twisted frames may be 
repaired without removing the body or 
the motor and states that—provided the 
frame is not twisted—the device will 
straighten it without heat. May also 
be used for straightening front axles 
without removing them from the car. 
The. pusher and puller will exert a 
pressure in excess of 20 tons, according 


to the manufacturer’s statement and A 


may be used to straighten any size or 
any design of passenger car, bus or 
truck-frame. Has many other uses that 
will suggest themselves to the user. 





Manufactured by Utility-Strate Mfg. 
Co., Fort Wayne, Ind. List price $67.50. 





Axle Caster Shim 


HE Bear Manufacturing Co., Rock 
Island, Ill., are offering a series 
of aluminum wedges in 2 deg., 3 
deg. and 4 deg. angles which makes 
it possible for shop mechanics to adjust 





the axle tilt in a few moments, to the 
standard set by the manufacturer. 
The wedges are cast in a single block 
of aluminum, of varying thickness to 





make varying corrections. These are 
slotted so that they may be driven be- 
tween the front axle and front spring 
by merely loosening the U-bolts. Then 
by tightening the U-bolts, the wedges 
are held securely in place and the axle 
is tilted to the desired degree. In cases 
where there is too little caster, the 
wedges are driven in from the rear; 
and when.too much caster exists, the 
wedges are driven in from the front. 
The wedges, or shims, are made with a 
grooved surface on both top and bot- 
tom which gives them a double bind- 
ing surface. 





Hammett Testing Outfit 


O NE of the very interesting features 
of the new Hammett Motor Test- 
ing Outfit No. 1 is the motor phone. 
It locates camshaft bearing knocks, tim- 





ing gear, water pump and generator 
noises. By placing the ear tubes or 
binaurals of the motor phone to the 
ears all annoying outside noises, such 


as running motors and shop machinery, | 


are muffled. The long rubber tube of 
the motor phone is inserted into the 
breather pipe of the motor. Then as 
the mechanic operates the vacuum and 
compression pump, he can easily listen 
into the crankcase and all noise caused 
by loose bearings and hissing of leaky 
rings and valves can be heard. This 
outfit consists of the vacuum and com- 
pression pump, a 200 lb. compression 
gage, all fittings necessary to make 
tests and the motor phone. 

It is made by the Hammett Manu- 
facturing Co., Kansas City, Mo., and 
the list price for the testing outfit com- 
plete is $20.00. 
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Air Compressors 
HE Price-Hollister Co., of Rock- 
ford, [ll., is producing a new line 
of air compressors. These are all of the 
four-cylinder water cooled type. This 





construction is not only exceeding com- 
pact but gives smooth, quiet action. 
These are available in different sizes 
from 1% ft. to 15 ft. at prices from 
$160 to $415 complete. 





Battery Fault Finder 


BATTERY fault finder that is said 
to detect instantly any fault in a 
battery, showing reading of one or 
three cells, is announced by The Battery 
Equipment and Supply Co., Chicago. 
Four testing meters are mounted for 
quick, easy reading. Three double read- 
ing volt meters permit testing three 
cells at a time or each cell individually. 
The device contains a variable carbon 
rheostat, operated from the front of 
the instrument. This carbon pile, in 
conjunction with a 300 double reading 
ammeter, permits a 300 ampere dis- 
charge load, which will show the volt- 
age drop on individual cells at one 
time. The case is of latticed aluminum, 
for free passage of air and cooling. 
Two sets of leads are furnished. 
This Besco Fault Finder is said to 





show the car or radio owner, the exact 
condition of his battery by making 
tests equivalent to actual operating 
conditions, which enables the dealer to 
explain why the repair, or purchase of 
a new battery, is necessary. The ship- 
ping weight of the Besco Battery Fault 
Finder is 12 lb. List price, $35. 
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Brake Tester to any desired angle up to 90 deg. Door Control 


, Each model has two individual uni- ; 
rete testing ‘bythe ‘use’ of ‘the YeFSal motors that run on either direct G "314 closing garage doors is the idea 
a - oe © or alternating current of 60 cycles or ‘ ; ; 

Jumbo Giant brake tester made by the behind the electric door openers which 


. less (ordinary light bulb current.) One 
Price-Hollister Co., Rockford, Ill. This ; are manufactured by the American Ap- 
motor operates the abrasive wheel, the pliance Co., of Kalamazoo, Michigan. 


iia . other turns the valve spindle. The valve 

| | ss 8s) a" "l spindle is operated by belt, insuring 

25 smooth running. An automatic belt 
tightener is a feature. Slides that carry 
the abrasive wheel are also adjustable. 

SKF ball bearings support the abra- 
sive wheel motor and the valve spindles. 
Model “A” lists at $115, and Model “B” 
at $135. 














Electric Steam Vulcanizer 


HE type S-E Shaler steam electric duction repulsion motor with great 
a — up “ — — starting troque to meet the particular 
; and by means of a regulator that re- requirements of this control device. It 
is a motor-driven tester that handles quires no watching will hold its temper- also has a heavy overload capacity to 
any kind of car, whether equipped with : 

take care of any emergencies. The de- 
four-wheel or two-wheel brakes and —— : ; 7 wise io alee eanioned with fet 
gives accurate readings quickly. The | ~ | | cated ao COUP a satety 
ume tee Gh wade aan tee on Oe clute which is constructed so that it 
left side of this machine so that com- o> Pate et hes ha - 
parative readings can be made quickly. person or car that might become caught 
in the door while it is being opened. 




















Motor Grinder 


Tus tool is designed to give a de- 
pendable source of power to the 
capacity of the motor, and to do any 
and all kinds of grinding. The unit is 
extremely flexible. It is portable, can 
be belted permanently to a machine, can 
be used part of the time as a motor 
and part of the time as a grinder, or 














ature within four degrees of the tem- 
perature for which it is set. This regu- 
lator is readily adjusted for any de- 
sired degree of heat. The price of this 








unit is $29.50 complete as shown. There are no hose or pipe connections 
and nothing to freeze and get out of 
: order. The construction is durable and 
Power Winch the device is economical to operate. 
Sie Jumbo power winch has a 
capacity of 225 to 300 feet of cable 
and a pulling power up to 5000 Ib. Shaft Puller 
This winch drives from the driveshaft NEW time saver for the Chevrolet 





mechanic is this combination pro- 
peller shaft and spline shaft puller. It 
is designed to pull the propeller shaft 
without tearing down the axle or split- 
ting the universal joint, and pulls 
transmission spline shaft, permitting 
the mechanic 
to change low 
and reverse 
sliding gear, 
high and in- 
t ermediate 


it can be used for power and grinding 
at the same time. It is so simple in 
construction that it can be quickly ac- 
commodated to any of the power or 
grinding uses outlined on the back of 
this folder. List $21 complete. Made 
by Master Electric Co., Dayton, Ohio. 





Valve Refacers 


EW features said to afford ease of ' 
operation, uninterrupted service, gear, without 
and long usefulness are embodied in two driving on the 
hew models of valve refacers recently bearing or re- 
brought out. These are being offered of any truck using unit power plant. moving the 
by the United States Electrical Tool Because of its compactness it does not transmi s- 
Co., Cincinnati. reduce the load carrying capacity of sion. For all models from 1925 to the 
Model “A” is permanently set to the truck appreciably. The price is present. Price $5.40. Made by the 
grind valves of 45 deg. angle. Model $225. This is manufactured by the National Machine & Tool Co.., Jackson, 
“B” is easily and quickly adjustahle Price-Hollister Co., Rockford, III. Mich. 






















































A Degree of Credit from the 
U. of Wisconsin 

ADISON, WIS.— Although our 

work is purely educational, we 
find Motor AGE very helpful in keep- 
ing up to date on automotive develop- 
ments. I also want to congratulate 
you for the good work your editors and 
contributors are doing in making this 
publication so creditable to the indus- 
try.—E. L. Consoliver, Associate Pro- 
fessor of Mechanical Engineering, Uni- 
versity of Wisconsin. 





Three Bucks and a Dear Letter 


ONFIELD, ILL.—Here is my three 

bucks for next year. When MoTOoR 
AGE was published in Chicago, I used 
to get it in time to read on Sunday; 
now it comes on Monday, but with it, 
as all else, it is governed by the law of 
averages. What I lose by not having 
it Sunday is made up by a better maga- 
zine on Monday. So Sunday is dedi- 
cated to the comic sections of Chicago 
papers and thinking of the good things 
in store for the morrow. 

I wish Motor AGE would add a few 
pages of machine shop practice—the 
“how” of new equipment, etc., for the 
benefit of the machinist end of it, you 
know.—Leslie H. Yeates. 


oe 


Whose Did You Read 
Before That? 
Y ANKTON, S. D.—I have been read- 
ing your Motor AGE, as a _ sub- 
scriber, for some time now, and find 
it very good.—L. J. Larson. 
Fire! Fire! 
AMILTON, ILL.—I have taken 
Motor AGE for the past eight or 
nine years, can hardly get along with- 
out it, so fire it to me.—EKarl R. Head. 

















Mr. Gandy Says We’re Dandy 

A COLORADA, SON., MEXICO—I 

like Motor AGE from cover to 
cover.—Thomas M. Gandy. 





We Meet Our Affinity 


AGLEVILLE, MO.—We are lovers 
of the Motor Acre. — Hawkins 
Garage. 











ETTERS to the editor from 
those whose “attention has 
been called”; from those who point 
with pride and those who view with 
alarm, from those who are easy to 
please and those who are hard to 
please; from those who are happy 
when they find a good thing and 
those who are happier when they 
find something they consider not so 
good; from those who boost and 
those who knock; from those who 
see the doughnut and those who see 
the hole; in other words, Dear Sub- 
scriber, from you and you and you— 
as well as from the man who bor- 
rows your copy of Motor AGE or 
reads it over your shoulder. 




















Another R. C. H. Fan 
EATTLE, WASH.—The electrical 
and Readers’ Clearing House fea- 

tures of Motor AGE interest us the 
most.—Y. Kono. - 


Right from Blighty 
5 Onn, ENG.—I would like to take 
this opportunity of telling you how 
much I enjoy reading the Motor AGE. 
—G. A. Rozston. 
Celestial Praise 


URORA, ORE.—I like the Readers’ 
Clearing House.—Hong Kee. 





Blanket Approval 


URTLE POINT, ORE.—I like all 
of Motor AGcE.—L. H. Pearce. 





All to the Gravy 


OHALL, N. D.—MorTor AGE is all 
good.—Frank Baska. 





A Scribe Scribbles. Some Sauce 
EATTLE, WASH.—I like the new 
make-up and tone of MoTor AGE 


very much. Great improvement!— 
Mandus E. Bridston. 
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Jest—A Bit of Praise from a 
Secretary 

HILADELPHIA, PA.—I think Mo- 

TOR AGE is the most interesting 
trade magazine published. It is the 
only automotive magazine I have ever 
seen that has appeal for all, from the 
men in the shops and on the wash rack 
to the president in his office, and to his 
secretary in her small corner. I get a 
couple of laughs each week from the 
dry humor of the “Jest,” not to men- 
tion near-hysterics from other high- 
spots, including peppy headings, and 
catchy captions. One great disadvan- 
tage, however, to me, my boss won’t let 
me carry his copy home, and I have to 
read it in the drawer under cover of 
my notebook.—F. P., a secretary. 





Semper Fidelis 
ANA, ILL.—I like to read the let- 
ters in Purrs and Pings. For myself 
I will say that I am one of your earliest 
subscribers, beginning with the Horse- 
less Age of about 25 years ago. Your 
magazine is one of the greatest helps 
to prospective buyers, as well as deal- 
ers. The pages giving prices, weights 
and equipment, as well as the mechan- 
ical specifications of the passenger cars, 
is alone worth the subscription price. 
Keep on with the good work; you are 

appreciated.—Julius Broehl. 





Servicing Servicers 

ANTA MONICA, CAL. — Moror 

AGE is the only magazine of this 
nature we take. We find every issue 
interesting and instructive. It enables 
us to keep up to date on new cars, new 
parts, new accessories, new methods, 
etc.—National Automotive Service. 





He Thrives on Descriptions 
ILWAUKEE, WIS.—I find the de- 
scriptions of new models, espe- 
cially the mechanical descriptions, in 
Motor AGE interesting.—Willie Brun- 
nich, 





And This is This! 
EW ROCHELLE, N. Y.—I think 
Motor AGE the best automotive 
publication on the market.—E. John- 
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Prices, Weights and Equipment of Current Passenger Car Models 
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Passengers ‘ o« Passengers , ts Passengers . | Les 
_— o|£) S'S) Standard en Me/2)S'=] Standard and Ss 5|e-2| Standard 
Model a = 2 < > Equipment Model - = 2 3 > Equipment Model oe 2 => Equipment 
Important Changes in at = 
: : : 3p. Ctry. Club. ..| 1765! 2/3905 aghmnr | CHRYSLER “52” DODGE BROS. 
Specifications and Price i sg Sedan... .| 1925) - | 5p. Touring...... 1 750) 4)2130lar “124” 7 
: : 7p. Sedan........ 1995 | 2-4p. Roadster.. 725| 2)2075!ar 5p. Touring...... 795} 4|2581/Ar 
Tables since last issue. | 2p. Club Coupe -.| 725! 2|2205| ar 2p. Roadster... .. 795| 2|2454| Ac 
| 5p. Sedan........ 735! 2|2300!ar 2p. Sp. Roadster.| 845) 2/2530] Der 
Bp. Sedan........ 795; 4/2375\ar 5p. Sp. Touring..| 845) 4/2679) Der 
a Del Couns 875 442375 a 5 a 875| 4/2600) Ach 
n 23/0\abr ee ehr 
a . 3p. nae a 975} 4/2609) Aehrt 
“62” 2p. Coupe... ..... 855} 2/2428) Aehrt 
5p. Touring...... 1095 4|2740\aghor 4p. Cab. Ristr.. 955} 2/2463| Behr 
2-4p. Roadster.. 1175; 2/2705\aeghnrw **Senior” 3 
CADILLAC “341” 2p. Bus. Coupe.. 1125}. .|2780jaghnr 4p Cab. Rdstr....| 1595) 2/3353|Cehmartx 
“Fisher” 5p. Sedan........ 1145! 2)2855'aghnr 5p. Sedan........{ 1495). .|....Jehr 
2-4p. Roadster. . . |$3350 eghimnprx 5p. Sedan........ 1245) 4/2905 !aghor 5p. Sedan........ 1595) 4|3412|Cehmnrtx 
éé 99 5p. Phaeton...... 3450 2-4p. Coupe...... 1245) 2)2820!aghor 4p Coupe........ 1570} 2\3315| Cehmnrtx 
M 6-71? 5p. Sp. Phaeton. .| 3950 5p. Land. Sedan. .} 1295). ./2940/aghnr 
7p. by oe — te ; — 
: ° 2-4p Coune...... 25 — u a e 
1928 Specific ations and 2-Ap. Conv. Coupe} 3495 2-4p. Roadster....| 1495) 2/3005'aeghmnrwx 4p. Roadster..... $2800). . 3700 afghkmnprx 
5p. Coupe....... 3495 2-4p. Sp. Rdstr.. .| 1525! . .13005|aeghmnrwx 5p. Touring...... 2800) 4/3850) afghikmnprx 
Body Models 5p. Sedan........ 3595 4p. Couve.... ...} 1595| 2'3160!aghmnrux 4p. Coupe. ......| 3200}. .|3850\afghkmnprtx 
5p. Town Sedan..} 3395 2-4p. Coune..... 1545 5p. Sedan........ 3400} . .|4100) afghkmnprtx 
7p. Sedan........ 695 Sp. Roy. Sedan. ..} 1595) 4 5p. Con. Sedan...} 3750; 4/4100) Bfghikmnprt 
5p. Imp. ‘bea. 3745 | 5p. C.C. Sedan. 1595) . x 
7p. Imp. Sedan.. .| 3895 | 2-4p. Con’t Coupe 1745} 2 
5p. Imperial Cab.| 3745 5p. Crown Sedan. | 1745 
7p. Imperial Cab.| 3895 | ELCAR “6-70” 7 
“Fleetwood”. . | Imp. “8°” 5-7p. Touring... .|$1275]..]....) | 
5p. Sedan....... 4095 | 2-4p. Roadster....| 2795)..].... wx || 4p. Land. Rdstr..| 1375] 2 2580 ahjmor 
5p. Sedan Cab...} 4095 | 5p. Sedan........ 2.45)..1.... ghimnorx 4p. Brougham. . 1295) 2/2670’ ah)mnor 
7p. Sedan....... 4195 7p. Sedan........ SO Divelhces. 5p. Sedan........ 1295) 4/2750) ahjmnor 
7p. Sedan Cab...| 4195 5p. Town Sedan..| 2 95)..].... “3. 18° S 
5p. Imperial ....| 4245 Tp. Sedan Lim...} 3495)..].... ‘ghilmnorx 4p. Roadster... .. 1395 
5p. Imperial Cab | 4245 5p. Touring.. 1395 
7p. Imperial......| 4445 4p. Coupe.... 1395 
— 7p. Imperial Cab.| 4445 5p. Sedan...... 1395 
_— —= || ...Town Cab Con! 5000 “8-82” 
p - ...TownCabCon} 5500 5-7p. Touring. ...} 1645)..}.... , 
assengers cs a == ’ ._LimBro’m Con! 5500 2-4p. Roadster. . 1770| 2/3320 aeghmnr 
Med I ) 2/8 23 — se 5p. Brougham. 1595} 2/3410)agehmnor 
. we la] “wpment 5p. Sedan........ 1635) 4/3490] aeghimnor 
“8-90” 
CUNNINGHAM 7p. Touring. ..... 2465| 4|3675|aeghkmnrs 
“YV.7” 4p. Land. Rdstr..} 2195} 2/3620jaeghmnr 
7p. Touring. ..... $6650 5p. Brougham. . 2195} 2)3710)aeghimnor 
Sp. Touri 6150 es ehh -+| a '4/3895|aeghilmnort 
4p. Sp. Touring... .| 61 5p. a jaeghilmnor 
AUBURN _— . > ioe... 2565| 4|4245|aeghkmnor 

“6-66 4p. Coupe..... ..| 7600 
2-4p. Roadster. . .}$1095| 2/2750/ahrw CHANDLER 
bp. Touring... ... 1145) 4/2760|ahrw “Big Six” 6p. Limousine. ...| 8100 
2-4p. Cabriolet. ..| 1295} 2/2850 2-4p. Roadster. . . |$1695 ERSKINE ‘‘6” 
5p. Sp. Sedan. . 1195) 2|3040jahr 7p. Touring...... 1695 5n. Tourer... .... $915) 4/2300|aeghnr 
bp. Sedan........ 1295} 4/3080jahr 5p. Met. Sedan...| 1495 4p.. Spt. Rdstr...| 965). .|2305] Beghnr 
Sp. = and Sedan.| 1345) 4/3040/abr 4p. Coupe....... 1675 2p. Bus. Coupe.. 895| 2|2265]aeghnr 

“8-7 3p. Ctry. Club 1675 4p.. Spt. Coupe. 965] 2/2330] aeghor 
2-4p. Roadster .«-| 1395) 2/3005\ahmnrw 5p.Met. DeL. Sed.| 1595 5p. Sedan, 4d.. 965} 4/2425|aegbar 
dp. Touring. ..... 1445) 4/2960|ahmnrw 7p. Sedan DeL...| 1795 
2-4p. Cabriolet. ..| 1595] 2/3170 5p. Royal Sed. ..| 1795 
Sp. Sp. ae 1495) 4/3350|ahmor ESSEX 
dp. Sedan........ 1695) 4/3390|ahmnr “Spec. Six” “Super Six” 
op. Wand Sedan..| 1745) 4/3390/ahmnr 5p. Touring...... 995 DAVIS ‘‘92-27” 2p. Speedabout...| $700} 2)2115)ahmar 
‘ 2-4p. Rdstr.... 1135 5p. Leg. Tour... .}$1395 Dhmnr 4p. Speedster. . 835} 4|/2230|ahmnr 
2p, Sp. Rdster. .| 1995) 2/3180|ahmarw 5p. Sportster..... 1145 5p. Sedan........ 1595 Dhmar 2p. Coupe, eloth..| 735] 2}2330lahmnr 
dp. Touring. ... . . 2045) 4/3200|ahmnrw 5p. Sedan........ 995 5p. Imp. Sedan. ..} 1795 Dghmnort 2p. Coupe, leather! 750} 2|2330|ahmnr 
2-4p. Cabriolet. ..| 2095] 2/3600 3p. Coupe....... 1035 5p. Coach........ 735| 2|2450|ahmnr 
Sp. Sp. Sedan. ...| 2095] 4/3380|ahmnr 2-4p. Coupe...... 1135 94-27” 5p. Sedan........ 835| 4|2490|ahmaru 
bp. Sedan........ 2195) 4|3450|ahmnr 5p. DeL. Sedan...} 1135 5p. Roadster. .... 1245 
bp. a .| 2245] 4 3450|ahmar 3p. DeL. Coupe. .| 1125 5p. Touring. ..... 1285 

147” W.B. 2-4p. DeL Coupe. 1235 5p. Sedan........ 1285 FALCON- 
7p. Touring. ..... 2295) 4/3790|w 8p. Coupe....... 1285 KNIGHT 
7p. Sedan........ 2595) 4/4200jahmnr “Roy. St. 8” 5p. Imp. Sedan...| 1385 Dghmnort 4p. Roadster. . $1045). .|2450)ghr 

7p. Touring...... 1995 Touring. .....|..... k wey 

4p. —" tees 1995 “98-27” 4p. G.G. Raster. . 1250) . .|2500| Beghk nr wx 
4p. Coupe....... 1995 4p. Polo Rdstr....| 1795 2p Coane.. 995). .}2565)ghr 

4p. Cry. | Club. ..} 1995 5p. Touring. ..... 1795 5p. Brougham. . ..| 995}. .|2665ighr 

Sp. Sedan........ 1995 4p. Coupe... 1865 5p: Sedan:...... 1095| 4|2700| ghor 

7p. Sedan........ 2095 5p. Emp. Sedan. .| 1885 5p. —_,... 1145] . .|2735|ghrtu 

5p. DeL. Sedan. ..} 2195). .}... 

— 5p. Touring...... $1250] 4/2750/aehmnrx 
4p. DeL. Rdstr.. ..1$1195| 2|2990/aghmonr 4p. Spt. Rdstr....| 1350) 2/2885) Aehmarw 
bp. Touring DeL. | 1225| 4/3040|aghmnr 4p. Cpe. Rdstr.. | 1395] 2|2890|aehmnor 
2-4p. Coupe... .. 1195) 2/3110)aghmaor 5p. Sedan........ 1395} 4/3030) aehmnort 
Sp. 2d. Sedan 1195) 2)3215)aghmor 5p. Brougham....| 1395) 2/3010)aehjmnor 
bp. 4d. Sedan. . .-| 1295) 4/3300)aghmnr DIANA “St. 8” “eg” 
cP. Ctry. Club....] 1275] 4/3190/aghmor 5p. Phaeton...... $1695| 4 120” W.B 
. Town Bro'm. | 1375) 4/3305/aghmar CHEVROLET Sp. Roy. Roadster) 1795) 2 2995 agmnw 5p. Touring. ..... 1450) 4/3245)aehmnr 

“AA” 5p. P.B. Rdstr...| 1895) 2 2995'Bgmnw 4p. Spt. Tour 1595} 4/3395) aehimorwx 
M4 il eerrr 1465) 2/3800)aghmnr 2p. Roadster. .... $ 525 5p. Cab. Rdstr...| 1995) 2 3160 aghmn 4p. Coupe....... 1795} 2/3500|aehmnorx 
ce 4d. Sedan....| 1495] 4/3870). ghmor 5p. Touring. ..... §25 5p. Cab Rdstr... | 2295; 2 3160 aghmn 5p. Sedan........ 1850) 4/3625) aehmnortx 
" ae Bro’m. .| 1575)..)....{aghmur 2p. Util Cpe... .| 625 5p. 4d. Sedan... .| 2095} 4 3275'aghmnot 130” W.B 
128” 5p. Coach........ 595 5p. 2d. Sedan....| 1795] 23170'aghimno 7p. Touring. ..... 1595| 4|3470\afhmnrx 
24p. Sp. Raster. .| 1495] 2/3655|eghmnr 5p. Sedan........ 695 7p. Sedan........| 2050} 4|3780|aehmnortx 
4 Sp. Touring.. | 1525) 4/3738/aghmar 2-4p. Cabrioled w| 715 135” W.B. “7.18” 
bD. Coupe...... 1850) 2 $940/aghmar 5p. Imp. Land.. 745 7p. Touring...... 1795 4/3336/agmn 5p. DeL. Coach | 895} 4)2580|aehknor 
KEY TO SYMBOLS: 
A—Wood wheels with spare. D— Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 
a—Wood wheels. d— Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter w— Windshield wings. 
B—Wire wheels with spare. e—Front and rear bumpers k—Spare tire. r—Rear traffic signal z—Clock. 
b—Wire wheels. f—Front bumper. I—Spare tire lock. s—Spotlight. *—Overall length. 
C—Optional wheels with 


t—Type of wheels option 


g—Shock absorbers or snubbers. 
h— Automatic windshield wiper. 


m—Engine heat indicator. 


on—Dash gasoline gage. 


t—Vanity and smoking set. 


*—Smoking set. 


§—Prices on application. 



















































































Motor Age 


Prices, Weights and Equipment of Current Passenger Car Models 
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e< Passengers < ES 5 e| fia be Sta 4 d 
- Passenger ° Es Com °/it &. ve Standard an a”) = odar 
aa” lsalg Hb exome, | EET lds gS coms | ST Neal] exes | EE |e: Jas) Soom 
Model o£ 3 alae Equipment Model ee ialas| “pm tee || eieads 
. bas fn 
~ **E-75” 
“p49” 4p. Berline....... $5500) . . 5115jaeghkInprx on 8 ter.....| 3485] 214251 neghloprs 
FRANKLIN ~ 1545) 2/2915)aghmnrx Jp. Limousine. ... | S508)... ot i 4p. Speerater.....| 3485] 2 4256|aeghinprx 
eee ” 4p. Playboy...... 7p. Brougham... | 6400). .|5025)aeghklnprx p 
Serie 5 2-4p. Sp. Coupe. .| 1695) 2/3070/aghmnrx _ Ber f oe e sere: laeghkinprx 5p. Phaeton...... 3485) 4/4017/aeghliprs 
te. Coupe .:.|8400.|... a db Gum, Vik. 1085) 2)8200aghimarix || Tp. Cail | 900i sceintes | a Cone Rts | 368] $ 480s ionre 
seeeee 2740)..)..../am oc 7p. Le Baron Cab. a be ‘ ..| 3195] 214452laech! 
se — laa 2790) . .|3600)an 4 Callap Coupe} 2195) 2/3185/aghmnrx 7p, Holbrook Cab. | 7200 3 can en “4 ee ae 2/4373 amend 
5p. Ox. Sedan oe a “ Cc .| 2195] 2)3185j)aghmorx 7p. Collap. Cab... | 7300 . 4p. Victoria...... 3485} 2/4346 /aeghinprtx 
5p. Spt. Sedan... .| 2910 .../an 4p. Eee. Soups 2195] 213275 |achinustx Ap me 3565| 4|4525lacghiees 
3-Dp. ‘Con’ vt Cpe.} 2925 a 5% fan... ......| 2198] 4/3300 aghmonrtx 5p. Sedan........ 3565] 4/4498]aeghinprtx 
ae FF FF 2. eC OMOBILE 7p. Sedan........ 3640) 4/4620) acghinprtx 
4p, , Raat} 2079)... 8.10 alatehkmace || Te: Gum Sedans. | aoee| aleprlecgine 
Bp. Sp. Touring. .} 2975) .}... Jan Sp. Brougham... ./$1975) 4/3525)a oak 7p. Cus. Limou...| 4175| 4/4718 aeghlaprtx 
7p. Touring......} 3060)..)....Jan “ge cen 5p. Sedan........ 1975} 4/3575 |afghkmorx Pp 
7p. Sedan.....-..| 2980]. -|3800lan on 4p. Collap. C’pe..| 2100] 2}3434/afghkmorx 
7p. Ox. Sedan... .} 3015 ...jan ton... ...1$1685| 413020! ahmnr <9 89” -~ » || moon “-¢-49" 
7p. Limousine. ...| 3080 .. fan rs ae: 11895] 9 3160 ah 4p. Spt. Touring. .| 2850}. .|3972 seghkimnpr Se - 28 2 200 7 
4p. Coupe Rdstr. os Sans — 4p. Coupe....... 2975 a sop Dek "Ridste ... 2/2330 qa 
Bp. Bro'm Sedan..| 1895] 4 oe ah 4p. Collap. Coupe.| 3000) 2/3780 = 5p, Roy. Rast. 195 2 2380 nol 
GARDNER Sp. ree wot ieman te 5p. Sedan........ 2850} 4/3950 naghidnapet 355 Cab. — 1195| 219575144 
ec? wile 
Hoist. || Bessaedbmnr Tp. Roun... 175] ae el con “ove |p. 2d Sedan 1143] 3itan( 
-—. ‘ aeg ney cet alias : ahi 
Sp. Sp. Coupe. --.| 1385| 28200] ghar || Sp. Br'm Sodan, 296| .*(3770lahmur 7p. Sedan........ oh on er neee | oe ee 
Bp. Cis Sedan...| 1865) 05205 /ncghmar 7 “e10 aia ‘ 4|4280\a Mdmaget Sp Roy. Sedan 1295) 4/2605) ahn 
“80” De ee a +s ny 5p. Cust. Sedan. .| 1395] 4]2605|ah 
’m Sedan.. a . ” 
dster..... 1595} 2/3030) Aeghmaor Bp. Bro’m “649” 60 
$e. ee Coupe...) 1745] 213378 Aeghimnr ~ 4p. Sportif....... dsceojafehikiees || tp. Touring. -...| 1196) 412600 _ 
tp. Vie. Coupe. .. ote: alssv0 — 5p. Phaeton oseece 1885) 4/3240/abmnr Tg on algae ‘4 5330 afghkirsx = Collap. Cab. 1795} 2]... 
Bp. Sedan........ eg 4p. Speedster... .. 2095 - 3155/ahianr > — tin. eer } saa afghklrstx 5p. Sedan Del... | 1395 9 2710 dno 
“gs” > - 7 1993 2|3345|ahinnr a ste ham. . 415464 alghklrstx 5p. Seien :- 1545) 4 no 
...| 1695] 2/3040] Aeghmnr p. Spec. Bro 13345 |: ‘- 415600\afehklestx 7 | 
Sp. Spt. Coupe...| 1845) 215385|Acghimar || Sp. Bro'm Bro'm.,| 2495 3518{ahinnr 7p. Lim. Ene. De.| § | 4 S868lafghklrstx |] ...Roy Roadster.| 1395] .).... — 
4p. Vie. Coupe. ..| 1845] 2|3385|Aeghimnr —_|| 5p da ™ 7p. Cabriolet... . § | 4|5624|afghkirstx a ay i ~ onl 
SD cole "| iene! alaseo ae 7p. Touring. ....| 1988| 413360labmnr Pall 5900] 4|4475|aeghiklmnpr > Std. Sedan 4d} 1445] 4] “Jaghmn 
5p. Sedan........ 1895) 4/3 egomonr 4p. Tourster..... 2095) 4/3155\ahmnr 4p. Sportif coeccee ~~ 5p. Royal Sedan. 1445] 2].... aghim» 
“88” 5p. Bro’m Sedan. .| 2295) 4 toes + nod 4p. Roadster.....| 5900] 2/4370|aeghklmnpr 5p. Royal Sedan.| 1545] 4]..../aghmn 
5p. Touring......| 1895] 4/3330] Aeghmar 1p Sone... .--- + aan ie tian weed ” ‘ tuvx 
7p. Touring...... 1895} 4/3330] Aeghmnr an? B %p. Touring...... 6000 aeghklmnpr 
’” 5p. Phaeton...... 2185| 4|3220\ahmnr : " 7300| 414842 afghimprtx NASH e 
Op. Sodas. ns .,| 2205| 413730 Dechomar, || 42: Coerieiste..-| goes] Slasre eae 7p. het wang 7500} 4)4930{afghmprtx —. 65| 4/2325] Dgbnr 
D. Bo osreooe) SEG STE a 4 Spec. Bro’m. .| 2295) 2|367llahmar . 4p. Vic. Sed...... 7450). .}... — Pp oF hy Cone t Cab.| 995} 2/2505] Deghnr 
5p. Bro’m Sedan. . 2395) 4 ote < Tp. Town Bro’m..| 7500 4/4615/afghmprtx 2p. Coupe.. 875| 2/2345 Dghar 
ee WE | | p. Cabriolet. .. 7500) 44616jafghmprtx || Sp. Bedan........ sal sees Dene 
1sy" WS. ab. ..|..../aeghklmapr - Sedan... .... 
HUDSON > T ter..... 0395 ; 3338 ed a ~~ 5p — Sedan 1085} 4/2610) Deghor 
66 4 eo 66 ec 
“Std. Line” Bp. Bro'm Sedan..| 2595| 4|3755|ahnnr dp. Roadster... 1225] 2]2980| Dghnr 
Std. Line 555lachi 7p. Sedan........ 2795) 4/3975/ahmar 5p. Touring. .....} 1135] 4|2980]Dghnr 
— 1385] 4136-0 eee Bp. Sedan DeL..::| 2085] 4|3910laeghimorvx || MCFARLAN 2-4p. Cabriolet. ..} 1290] 4]3070| Dghnr 
5p. Sedan........ 1385 ‘Olagb) 7p. Sedan DeL....| 3495) 4/4080 aeghimorvx Se Sw B 2p. Bus. Coupe...| 1165) 2/3030|Dghnor 
“‘Custem” 7p. Ber. Sedan...| 3585) 4/4125) aeghimorvx 4p. Roadster.....|¢3050| 213400| Ceghmapews -—_—. ... 1215 9 3150 Dghiar 
7p. Phaeton...... 1600) 4)3545)agmor 5p. Touring.... .| 2650) 4]3400|afghmrx 4p. Victoria...... re : cone Debartur 
4p Brougham 1575) 4|3775\aghjmnru 4p. Sp. Phaeton . ..| 3180] 4/3400|afghimnprx 5p. Sedan........ 1445| 4/3801 behi rt 
7p. Sedan........ 1850) 4/3945/aghmoru 3p. Coupe... | 3180 2 3650 afghimapets 5p. eas: 
5p. Sedan........ afghlmnp d 
“3” LA SALLE h Bro’m..| 3180) 4]3650\afghlmnprtx 121” W.B. 
5p. Coach........] 1175] 2|3510laghjmnr « & a Oe Pe ee Sp. ce Car....| 4600) 4/3750|afghlmnprtx || 4p. Roadster. ..... a oe 
6. Sedan......... 1285) 4]3590|aghjmor ty egg go: {3680 ve a a 136” WB. fehlmnprtx || 2 Louring: --++-| 1340 413600 omelll 
4p. Sp. Phaeion | 2905) 4]4080 ae _ Sn 3780 4l3700 sihimaptin || Se. Sedan, r ...-| 1545] 4/3650|Dghmoruy 
* py ; 127” W. 
Co a 2585| 2/3875|aeghimnprx TV ‘J Senors | In Teuine _... 1440] 4/3500] Dghmut 
4 ' = Cpe. | 2635) 2/3800/aeghlmnprx || 2p. Roadster... .. 5800} “|4000 Seabenneee > ao teins. 1540| 4)3500| Behimne 
HUPMOBILE < i 635) 2 3895) blmnprvx 4p. Spt. Tour.....| 5600} 4/4600 egnhjimno PD. Op 95| 213640] Dehmnruy 
“oan 4p. Victoria...... 2 J ace a ee Maden 6720) 4/5200) Cfghjlmnop 4p. Victoria...... 15 - : 
4p. Roadster. .... $1335] 2]... ./aghor 5p. Town Sedan..| 2650) 4 ro en x al “ ° , rtx 4p. Coupe...... 1775) 2/3650 em ae 
eee... a : aia cota 2p. Soups aesbonsey 3600 ; a saiaae 7p. Touring.......| 5700] 4/5200 Afghilmuop : weve Sedan | 100 : oo Debnprtuvt 
— Tt ....f¢ghjor - Coupe....... ....{aeghimnprtx || CtsTsi(sé‘iSSSt*dnte”sCdCdS tp Seda. 
tp Cox - ccna 185] 2... Jeghn 5 “Tor m Cab... 4500 ‘ eee — 7p. Sedan........ = 4]... Afghimnop 7p. Imp. Sedan...) 2165} 4/3830) ghnprtx 
5p. Sedan. . 1395} 4)... .|eghor p. Lown VUab.... pan ; 
p 5p. aaa _ 4700; 4/.. 7p. Sub. Sedan. ..| 6920) 4].... Ceghimaop OAKLAND ‘AA-6" 
“FE. 3” DD. | t hi 
: 7p. Sedan........| 2795) 4/4400]aeghImnprtx . Phaeton. .!$1075| 4|2620|aehjn 
? Tourn oo sa: : aoe dll 5p, Imp. Sedan...| 2795) 4/4315 — + me a0 4-6p. Town Car. .| 9000) 4/5200 Cfehilmnos 4 Raster....| 1075] 2|2590laebin 
2-4p. Roadster. . .| 1895 2/3355) ceghorvx 7p. Imp. Sedan...| 2895) 4}... ./aeghlmnprtx 2-4p. Cabriolet. . aoa ; 2745 ll 
p. Brougham 2095} 2/3515)j 5p. 2d. oo | ae oo 
sto. Coupe hiveieil a oo a o> ou ey 1145] 4lo8ssiehau 
[ee agorx N 
Bp. Victoria... 2195| 2/3525|aeghnrx —- Sp. Land. Sedan,.| 1265| 4{2885|eehaoo 
p. Sedan... ..... 2345) 4 sae a — OLN 2p. Speedster... . ./$1895] 2/3019 pameenapes 
cx 
7D. Sedan Lim....| 252; 4)3360|aehnrx 2p. Spt. Raster. ..|$4600| 2/4930|aegklnprx 4p. Speedster. z 1965 als0sdleebimabe OLDSMOBILE 
2-4p. Club Rdstr.| 4600}. .|5010 —_ Bprx = a 1895| 213053/aeghlmaprx “30-E” — 
7p. Spt. Touring..| 4600) 4/4940/aegkinprx p. a, ae 1895 3000] 5p. Sp. Touring...| $895) 4/2490 oeg mn 
fp. pt. Fhacton../ 4600) 4/4910 /begiklaprwx || 4p. Brougha 1895| 4|3092|aeghImnprtx 4p. DeL. a 895) 2/2317|cehmar 
4p. Coupe....... 4600) 2/4805 |aegkinpr« SR 5 3» os 054\aeghlmnprx 2p. Coupe... 875) 2|....\b 
a ip. Sedan... 4800) 4/4930jaegikinprx || 2p. Coupe, Rdstr. | 2l3116laeghimopeex || 8p. Seige 34..~°) 878] 2]° "Jehu 
> Blu Boy... “i teee) sieeeeteemers | Co. Beden........ 000.” 1720leeebkloos ate 2595] 4/3119|aegbimnprtx || 5p. Sedan 4d... 975) 4)... Jehu 
$0; Spt, Salon....| 1595] 2 2650 lethuars. 7. Sedan miner 5000 4 5050lacckinnupets > Cus. Sedan. | 2595) 4/3172 + ee | 4p. 5p. Soaps oe | es 7 2650, eeghimru 
‘ 9 7 jousine. ...| 5200] 4|5165|aegkinprtx || 4p. Town Cab.. | 3125] 4|3040lsechImnortx || 65. tendaue 
So Beda me - | 1505 ‘ 778 ~ mel 7p. Limousine. ...} 5200) 4/5165|aegklnprtx 4p. Town Cab.. 3125} 4/3040) aeghlmnpr | eu 
KEY TO SYMBOLS — _—— 
A—Wood wheols with spare. D— Disk wheels with spare AE poe py emg ee. . =~ Windatil wings. 
isk w —Rear traffic signal. = 
B_ Wire whens with spare. o~peat and rear bumpers. ne oe -" Ss potlight. *_Overall length. 7" 
ire wheels. aoe. —Engine heat indicator. t—Vanity and a ae §—Prices on applica 
C—Optional wheels with spare. —Shoek absorbers or snubbers. m e hea o~Gnchine ost 
e—Type of wheels opti — gS windshield wiper. o-—Dash gasoline gage. 
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Passengers Seif a2 Stan — 
ve d a O:= 2 <=> Equip 
— = dar od be _ 
Passenger elt a2 Fe mon ™ 
FS Standard Medel te Ae | wn -| 1195) 2 165|aeghlmnr 
Passengers Bel k| Six ipmen! 'p. Coupe....... 1295) 2/3165) Imnr 
: ‘=.2| Equip 2p ‘ 165\aegh 
—— t+ and 2/8 Fa pw = 1295) 2 a aeghImnr 
seo neers lol eles woe seat eens a OAMER > ED. +. «- 1195 eas aeghlmnr 
se Si sia" ipmen ~ nedan........ | 
— O-2/8 = >| Equipm 3750|aghimnrtx R “g 78 $1595] 2).... 5p. — Royal..| 1295 ‘ 
Model tie ie 1 | imousine....| 2695| 4 3600|xeghlmortx 2p. Roadster. .... 1750} 2)... oP. “Commander” 1695] 2/3330|aeghimn 
ip. sg ool ‘ ae 7 3700 aeghimortx -p. Coupe... 1795) 2).... 4p. Sp. Roadster. 1495; 2 0 
a eL. 9 Baccecs |niogs| slcsolsg | oS Roe. - 10/aeg 
ND 7. ae... awe |S. $1985) 2/3410)ag > Vitor benees ree Bon aeghImnr 
ona” Whippet $625 Tome... 14981 213023 ceghlmnrw oo Browehamn.”./|°19851 2 3570 ~ dp. ie ao 1035 2/3465 ~ 
* dh yeep Sp. Phaeton... . .| 149 75|aeghImnr . Brougham. . .. 985) 4/357 hon 25] 2/3525 aeg 
uring. 695 adster... 2/2975|aeghl 5p. — F 4p Cpe 1625} 2 himnpr 
bp. Te adr. = 2-4p. Ro .| 1565 aeghilor 5p. Sedan.... D. Vic. Regal. . 25} 4/3585/aeg 
9-4p. Roa | 625 2-4p. Coupe..... 1395] 2}3000 mnr. » “8.88” 495| 4/3650) cg 4p. Vie. Regal. ...| 162 
pene 5p. 2d. Sedan... .. 05 afst0ohe || age ° 3880! eg Sp. Sed. Regal. deghlmnprx 
As 7 sgl 725 4 Std. Sedan.. .. rae 4/3100 blmnr 5p. — heenews ao ‘ 3980) cg — -..| 1795) 4 roe a 
4 Sed: ge 755 p Spt. Sedan wea 1795 4 3125 Deg 5p se _ Reon 3285 7p. Tourer — 1985 4 aa deghimnprx 
bp, Land — one 5p. DeL. Sedan. ieee 7p. Sedan. 7p. Sedan. ine. ...| 2250] 4 
%" a. -+| 825 6-90" 1695} 4 26d lacehlmnarwx 7p. Limous 
9-4p. Ri ~ Silat 765 5p. 4 ~<a 1695) 2/2960 aeghimnrx 
ie Coupe . .. 2-4p Roadster.. 1795 aoe aeghilmnrx 
oul i J . Coupe... 95 onal. rtx 
He Co: ict or 875 4p Sedan ececccees oo 4 3200 es ROYCE ; 
Pp. Jan...se- 25 4p. ney 3250\aeghim ROLLS on Bfghjkmprx 
4 Si eens . op Pande...) 1995) 4f33 “Si, Ghost t 1-177: fpeadee te 
bp. La 5p. py ° hilmnrtx 0 —. ' : ' 3 a BB” 
.B. 10) Deg Clos ” hjkmprx TZ * rwx 
go. Cowpe..-...| 270 gto eekimnt mPa) bff Renta | aru dtr..|9250)2408aahinnpen 
. ai . coleoces "dster.... 
5p. Sedan. W.B. 3650| DeghImorx Chand Models... . ty tot ster..... 3365 3/4182 ~ nd 
yA 3095 . 3°75 ae 2p ven, Vouge, 3375 oteace ese 
D 2-4p ce “2 306 - 950 Degh moor i ict. Coupe.. : 5: 4 4334) aeg tx 
mse” ip. Sedan.....| 3408| Bua Deahinarts Sp. Brougham..| 380 ‘lazs0l ee maeets 
u + op. ne Sedan........ 
4p. Runabout _..| 2275 4 eden ome “| oo 4/4100/ Deghlmnr Bp. — Sedan. .| 3545) 4/4280/a 
e ieln. a Sp. Ber. Lim. . On Roadster.....| $550] 2 1920|2 Pas WB. 3088| 414731 (ehooe rte 
eume.. ..« ‘ AdSUCT. .... 4 ab a5” WB. 73 
Hp. Co Cpe 2425 - — cocces oa 2/1965lah 7p. se eg FO ..| 3985) 4/4 
e033" 385) .. 2p. Coupe... ..... cal aaaaeee 1D BB DeLuae” . 
ears 2385) Bo Solan... 22] 708) {220018 my Oa —— 
bp. Runabout.... 9485 5p. Sedan —_— 0700 2-4p. Speedster. . 3460} 4/4175|aeghimn 
ip. Touring...... 2685 E ARROW “6 725) 4/2 Olaeghkmrw Speedster. . 
7p. e.. - PIERCE 5p. Touring...... 885| 2/2140la — 4p. “BB Custom” . 
Clut, Sedan. .| 2685 P. bout... ./$2900!..].... ovip. an “| oil 2 i 131” W.B. 4885) 2)... oe 
p. » SLUBADOUS. . . 3100). .J.... briolet. . . 2|2145\a k. m 
ein, 208 ont Rie 390]. ap Coupes | 18 ‘2ifahar || ap. Black Ha. 05) seenpee 
ip. ‘Lim, ig _..Conv uster, 3250). 1. ee Coach........ 925| 41234 a veal 4p. uDe...... 4 rea aeghimn 
7p. — 075 2p. ta m. 3250 = Be Sedan ee 075 4 2335 — ng Nig al Sed. yo 2 is ae 
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Never before has the automobile 
industry seen two cars of the sales 
potentialities of Cadillac and La 
Salle produced by the samecom- 
pany andsold by thesame dealers. 


In chassis design and in beauty 
and distinction, these two cars 
are so far in the lead as to be 
practically inaclassby themselves. 


No fine cars in the history of the 
automobile industry have ever 
met with the spontaneous butso- 
phisticated approval which greet- 
ed both the appearance of the La 


























Salle and that of the new Cadillac. 


The public had every reason to 
be gratified at the unusual value 
offered in these two cars and 
that public is everywhere show- 
ing its appreciation in the sales 
records being hung up by both 
Cadillac and LaSalle. 


This situation obviously creates 
a dealer opportunity. It is an 
opportunity which sound dealers 
everywhere have been very quick 
to appreciate. 


All communications will be held 
in strictest confidence. 


CADILLAC MOTOR CAR COMPANY 


Detroit, Michigan 


Oshawa, Canada 


Division of General Motors Corporation 
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MATCH 
THIS PRICE 
FOR ALL THESE 
FEATURES 


TWO-DOOR SEDAN 


ing rods and camshaft D 


| BODY BY FISHER | EXCISE TAX EXTRA 


Formerly this Oldsmobile was *950—and case ventilation, oil filter, air cleaner and 
more than worth it. It was a £1000 value four-wheel brakes—at *875 for a quality 
—and it is today. But General Motors closed car. Look as you will... hunt as 
again upset tradition. Oldsmobile again you may... you’ll find no other such car 
kept faith with its policy pledged to pro- at any such price! And so Oldsmobile 
gress. Today dealers offer Oldsmobile dealers are profiting... as they will 
Six — with all the known factors continue to profit... by Oldsmo- 
of motor car merit including crank- i, bile’s policy pledged to progress. 


OLDSMO.BILE SIX 


PRODUCT OF GENERAL MOTORS 
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greater power than has ever been built into air compressors— 


Brunner Models 


> N 


Every automotive garage and shop man in America will 
want to know more about the improved Brunner line. The 


new Brunner Catalog is ready. Send for your copy today. 


Expect great things—your expectations will be met. 
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An assembled outfit for 
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A birdseye view of the 1245-acre 
Proving Ground maintained by 
General Motorstoassure the qual- 
ity and value of its cars and trucks. 
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1. Entrance to the Proving 
Ground. The group of buildings 
includes complete experimental 
and service shops, engineering 
offices and comfortable living 
quarters for resident and visiting 
engineers and forthe driving crews. 
The Proving Ground personnel 
numbers more than 200 men. 


2. The 4-mile high-speed lop. The 
largest in America, made of con- 
crete, with turns banked to permit 
continuous high-speed operation. 
In addition, there are two concrete 
straight-aways 1°46 miles long, as 
level as a billiard table, and miles of 
brick, tar, gravel and dirt roads 
which reproduce every driving and 
weather condition. 


3. The hill-test road. Test hill 
crades at the Proving Ground 
range from 7.26 per cent to 24 per 
cent. he average grades on pub- 
lic highways seldom exceed 7 per 
cent. 


4. The ‘‘bath-tub.”? A depressed 
concrete roadway which is filled 
with water at varying depths to 
reproduce flooded roadway con- 
ditions. 


(ee 


sctling 
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O* a 1245-acre tract near Milford, Michigan, con- 
venient to all its car divisions, General Motors has 
the first and largest proving ground for automobiles. 


Here tests are made and facts determined to a degree 
impossible when cars and trucks are tested on the public 
highways. Here, under identical conditions of test, 
each new model of General Motors car or truck must 
prove itself against the best that America and Europe 
have produced in the same price class. 


Altogether more than 135 different tests are applied 
to each automobile tested at the Proving Ground. They 
involve every phase of construction and performance: 
power, speed, endurance, acceleration, braking, steering, 
handling, riding comfort, fuel economy and so on. In 
three months a car or truck covers more miles than you 
would drive it in three years. 


The Proving Ground is another example of how 
a group of companies, united in a family, can better 
serve the public. It is also your assurance that when you 
buy a General Motors car or truck you are getting all 
possible quality and value at its price. 


An interesting, illustrated little book describing 
the Proving Ground and its tests may be had free 
by writing to Advertising Department, General 
Motors, Detroit. Its title is "Where Motor Car Facts 
are Established.” 


A 4-reel or 2-reel motion picture, showing the 
Proving Ground in actual operation, will be lent 
free of all charges except that of transportation. 

' Write to Advertising Department, General Motors, 
Detroit. 





CHEVROLET » PONTIAC *» OLDSMOBILE * OAKLAND + BUICK ’ LaSALLE * CADILLAC 
FISHER BODIES » GMC TRUCKS * YELLOW CABS & COACHES ” FRIGIDAIRE—The Electric Refrigerator 


| MOTORS 


“A car for every purse and purpose” 
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“They make our cars last longer 
by leveling out rough roads” 


December 1, 1927 - 


N Ohio. After testing out their first set of Hexdees for a week, the Union 

Gas and Electric Company of Cincinnati, Ohio, were convinced that the 

reduced bouncing, galloping and jumping of their cars would effect savings in 

upkeep and operation which would more than pay for the Hexdees. Five 
weeks after the first test, 25 cars were equipped. 


In Wisconsin 


*“‘We are now using Hexdees on 
our Studebaker, Graham, Dodge 
and Buick equipment. We find 
Hexdees improve the riding 
quality as much as 100%.”’ 


PABST CORPORATION. 


In Massachusetts 


‘‘We have installed Hexdees on 
all our Graham Brothers trucks 
and our Dodge Brothers pas- 
senger cars. We are immensely 
pleased with them.”’ 


CAPE COD OIL COMPANY. 


In California 


‘‘Hexdees have out-performed 
all other shock absorbers tested, 
and we will immediately equip 
our several other cars.’’ 


NONOLIO POLISH CoO., 
Los Angeles, Calif. 








n 
\; 
\ Milwaukee, Wisc. 








Hyannis, Mass. 


Such tests made by fleet owners, taxi companies, delivery concerns, etc., 

show how Hexdees are making good under the most severe use. And they 

give an indication of the sales and profit opportunity Hexdees offer dealers 
. and distributors. Write for the complete Hexdees proposition. 


DETROIT STEEL PRODUCTS COMPANY, 2286 E. Grand Boulevard, Detroit, Mich. 
Pacific Coast Factory: Oakland, California 
Canadian Factory: The B. J. Coghlin Co., Ltd., 2050 Ontario St., E. Montreal 


The NEW TYPE LOW COST Shock Absorber 


HEXDEES 


Designed for Spring Control by the Manufacturers of “Detroit Springs,” 
which are Standard Equipment on over 40 Leading Cars and Trucks. 
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Jovani 


THE SILENT PARTNER 


of hundreds of garages, car 
dealers and service stations 





Model PSE-5, : 
Model PSE-6 is similar with 60-gallon tank 





Standard De Luxe Model AW-2 Car Washer 


Air Compressor 





U EQUIPMENT is the silent partner of 
ew. automotive service men throughout 
the world. Speeding up service operations, mak- 
ing it possible to handle a greater volume of 
business, this is a partner that opens up new 
sources of profit. | 


Hundreds of letters tell us of money saved, of 
customers served efficiently, and of new low 
costs of doing business, made possible by U. S. 
Equipment. 

Before the U. S. trade mark goes on any paint 
spray outfit, air compressor, or car washing sys- 
tem, each part has been tested for accuracy and 
soundness, and the complete unit made ready 
for immediate service. 


And each one has back of it the manufacturing 
knowledge that comes only with long experience. 


See U.S. Equipment at the Auto Shows. 


The United States Air Compressor Company 


General Office and Factory: 5304 Harvard Ave. 


CLEVELAND, OHIO 


Western Office: 927 Santa Fe Ave., Los Angeles, Calif. 
Export Dept.: 30 Water Street, New York City 


Cable address: 
Please _Check 















AIR ’ 
COMPRESSORS CC) 
PAINT SPRAYC) | 
CAR WASH 0 | : 
EQUIPMENT — The United States Air Compressor Company. 





AIRPRESSOR, all codes 


Print Name 
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Back Your Wrench Sales 
With a Williams’ Display 
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Style “D" H . 
There’s O Fit Y Sh. | 
WILLIAMS’ Display Board keeps your wrench BS ies 
stock handy—but it never keeps it long. For j 
these boards are more than mere wrench racks. style “H' " 
1 — | 
They are powerful selling assets. Real salesmen Sis: anti: Mean Tiina , 
silent but effective. are free to purchasers of the 
a , ; wrenches they display. . 
Upon them, Williams’ Superior Drop-Forged Style A is suitable for large 
Wrenches, with their sleek coats of baked-on black garages and automotive supply 
’ : . : ; houses: 17 double head wrenches j 
enamel and their brightly polished heads, are dis- covering all popular S.A.E. nuts 
played with a sales attractiveness that nets you many oF a sah. 
h f Style D carries a smaller, but 
an extra wrencn pront. comprehensive automotive as- ' 
. sortment. 
Your Jobber’s Salesman will gladly get you the Style H cares for average , 
folder describing our various boards. Pick the one automotive needs in small gar- , 
: : ages and accessory shops. 
that fits your shop—and put it to work backing up | 


your sales force. 


J). H. WILLIAMS & CO. 


“The Wrench People” 
New York BUFFALO Chicago 
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19 27—An AC Year 


Nineteen twenty-seven was the biggest year in the history of the AC 
Spark Plu Company. It was marked by business 1 increases, building 
and manufacturing expansion and many notable victories in the air 
and on the track. 


Five new buildings were erected to provide additional manufactur- 
ing space to meet the demand for AC Products all over the world. 
Four of these buildings were erected in Flint and one in Paris, 
France, the latter a modern and complete new factory building. 


Six new products were introduced during the year, as follows: 


Fuel Pressure Systems Tachometers 
Ammeters Complete panels 
Oil Gauges for automobiles 
Thermo Gauges and motor boats 


These products, together with the increased demand for AC Spark 
lugs, eer omen Oil Filters, Air Cleaners and Gasoline Strainers 
made the plant expansions necessary, and, judging from the demand 
now existing for AC Products, still more expansions will be nec- 
essary during the coming year, thus further entrenching the com- 
pany’s position as the largest manufacturers of automobile accessories 
in the world. 


A Few a AC Victories in 1927 


LINDBERGH ...... . « « New York to Paris 
oo! ee New York to Germany 
BYRD .. » ee « « « « « « New York to French Coast 
ACOSTA-CH. AMBERLIN- » « « « « « « « « Endurance Flying Record 
STINSON... . « « « « «+ National Reliability Air Tour 
M AITLAND-HEGENBERGER — . California to Honolulu 
DEPAOLO ..... A.A.A. National Automobile Racing Championship 
MYERS .. e+ 2 @ . . « New York to Spokane Air Derby 
SCHLEE and BROCK. . . . - - World Tour 
WOODBURY .. . . .. A. A.A, National Dirt Track Championship 


Organize to get your share of the big renewal business to be had on AC Spark Plugs and AC Oil Filters 


Hainan AC, Spark Plug Company, FLINT, Michigan cisiy cin 


ENGLAND 





PRODUCTS 


‘Standard of the world” 
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AC 
FUEL 
PRESSURE 
SYSTEMS { 





AC 
AIR CLEANERS 





AC INSTRUMENT PANELS Over 200 of the 
world’s most suc- 
cessful manufacturers use one or 


mere, or all of these AC Products 
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‘The New Big 


Jor Servicing 

















Ee any 


December 1, 1927 


Jaa | 


Wioney Maker 
Automobiles - 
JUMBO GIANT BRAKE TESTER 











Tests brake power on 
each wheel separately and 
on all wheels at once; 
brakes may be quickly ad- 
justed to a perfect equal- 
ization. 


Kr 








9 9 of all cars and trucks need the JUMBO 
% brake test. The possibilities for rendering 

this new brake adjustment service and its 

resulting profits are limited only by the number of auto- 


motive vehicles in your locality. It’s the kind of service 
that builds a profitable business quickly. 
3 


The JUMBO Brake Tester is the only brake testing ma- 
chine that takes into consideration the weight of the car 
as well as frictional resistance when determining the efh- 
ciency of brakes. Weight is a vital factor that must be 
accounted for in order to obtain a true analysis. 


The accuracy of the JUMBO Brake Tester enables you to 
get perfect adjustment on two or four wheel brakes—the 
proper proportion of braking, front and rear; absolute 
equalization right and left. There’s no guesswork about 
it—no chance for human error. 


Many states now require periodic brake testing. Such 


laws are spreading fast and will become universal. Present 
day trafic conditions demand perfect brakes. 


The JUMBO Brake Tester is quick and easy to operate 
and low in cost. Garages and service stations from the 
Atlantic to the Pacific are enthusiastic in its praise—be- 
cause it renders a much needed service that instantly 
appeals to car owners, and because it reveals the need of 
many profitable shop repair jobs. 


Be the first in your locality to offer this new, popular ser- 
vice. Send the coupon—it will bring complete details. 


_ SPREQUIPMENt 


REGISTERED U.S. PATENT OFFICE 






















December 1, 1927 MOTOR AGE 
































bring complete details. 





























Kleenaire 
Heater and Ventilator 


The first and only unit that heats and ventilates at the 
same time. Positively will not fog the windows—admits 
only clean warmed air. Three models to fit all cars. It 
pays to handle Kleenaire, for there’s nothing else any- 
where near like it at any price and you can prove it to 
anyone. It’s the only fresh air type heater that works 
successfully with radiator shutters. Find out all about 
Kleenaire—cend the coupon. 


Flexible Tow Cable 


You know it by the red hooks and the rubber chafing guard at each end for 
protection. Thirteen feet between cars—guaranteed to pull 5 tons! Packed in 
attractive 3-color display box—put a few in your window—they'll sell quickly. 


List price $3.50 





Sold by Leading Jobbers 
THE PRICE-HOLLISTER CO. 
Rockford, Illinois 


REGISTERED U.S. PATENT OFFICE 


ThorOtest for Spark Plugs 


This remarkable JUMBO unit tests spark plugs under compression and instantly reveals 
worn out or improperly adjusted points, leaky or broken insulators and all causes of 
improper firing. You can tell a perfect plug from an imperfect one in a jiffy. You know 
just what’s wrong with faulty plugs—ThorOtest shows it, under compression right before 
your eyes. Many spark plugs work perfectly in ordinary electric contact tests, yet fail 
to function properly in present-day high compression motors. ThorOtest detects this 
fault instantly. Learn all about this money making, money saving unit. Coupon will 
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New JUMBO Winch 


Opens Big “New Fields of Profits 


This new drum winch stands alone in its field. Its 
low price and remarkable performance make easy 
sales. With 225 to 300 feet of cable on the drum, 
any truck owner can hoist, set, pull, move, load and 
unload up to 5,000 pounds weight. Especially adapt- 
able for use on wrecking trucks. Sufficient power to 
assure hoist speed of 55 to 65 feet per minute. Drive 
is direct from standard truck transmission power 
take-off. Shaft and universal joint for attaching are 
provided. Takes very little platform space and meas- 
ures only 39 inches over-all height. Nothing ap- 
proaches it for utility—trebles the 
usefulness of any truck, reduces 
man-power and increases trucking 
profits. Coupon will bring full 
details, 
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Service Manager: 

“You or one of your family | | 
may forget to replenish oil— 
Oilostat never forgets—it stops | . 





your motor, warns you of lack | | 
of oi1, does away with all 
the risk, worry and expense.” 
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Patented July 29, 1913, 
May Ill, 1920. 
Other Patents Pending 
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Owner: 
“In other words, it prevents 










burned out bearings and a 





ruined engine—that’s the kind 
of device I’ve been looking for.” 


SERVICE MANAGER: “That’s exactly what it does. 
Burned out bearings cause more damage to cars than 
anything else, next to bad collisions. Burned out bear- 
ings may cost you $75 to $350 in repairs—and you 
will have a ruined engine—never as good again. My 
job is to keep your car running sweetly and smooth- 
ly all the time—that’s why I recommend Oilostat.” 


CAR OWNER: “What does it cost?” 
SERVICE MANAGER: “It costs only $10. I can put 


it On your car in about 30 minutes. Then your 
motor worries are over. If your oil pressure fails 
because of broken or leaky pipe, loose connections, 
wornout pump, clogged main oil line, Oilostat will 
warn you of impending danger. It automatically 
shuts off the flow of gasoline. Your motor stops 
before any damage can be done.”’ 


CAR OWNER: “But supposing Oilostat stops my car 
out On a country road?” 


SERVICE MANAGER: “That’s all right. Your motor 
can be easily started again by putting in oil at once. 
If you have no extra oil with you, simply turn the 
small red wing valve of the Oilostat and gasoline 
resumes its flow into the carburetor so you can pro- 
ceed slowly to the nearest service station without 
fear of burning out bearings. You can then quickly 
replenish your oil or locate your oiling trouble and 
drive on without further worry. It is also a gasoline 
strainer—and I believe it is the best gasoline strainer 
on the market—because the gasoline flows over a 
mushroom partition in the Oilostat which traps all 
water and grit. Furthermore, it automatically and 
thoroughly mixes the proper amount of oil with 
gasoline when desired to lubricate your pistons, 
valves and valve guides—eliminating sticky valves 
—or to break in a new motor.” 


CAR OWNER: “Sounds as though I certainly ought 
to have it on my car—and as long as you recommend 
it, put it on.” 


ENaluable bookies Ouanstallation “SERVICE MANAGER: “We are installing the Oilo- 
upon request. stat On every car whose owner knows anything 
a - ene of an engine connie v4! of = 
ere have been numerous cases where I know 
aieiee ome have saved motorists hundreds of dollars with this 
us for further information. simple little device. It will keep you out of trouble 
and make your engine run smoother than it ever 
BIFLEX CORPORATION did before. The Oilostat is backed by Biflex, so you 


WAUKEGAN + ~ + __ ILLINOIS know that it must be okay.” 


Biflex Bumpers— Halladay Bumpers — Dyneto 


Windshield Wipers 
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Profiting 
Maker, 
Dealer 
and User | 


































The car manufacturer has his precise 
requirements met by Carter carbureters, 
from initial Carter co-operation with his 
engineers, to the final test of each carbu- 
reter under precisely the conditions of 
actual service. 


Hh == Mm _yJF _f 


The car dealer gets all the sales punch 
which only a properly carbureted engine 
can furnish; he gets the earnest wi//ingness 
of Carter field men to do everything that 
will make every Carter-equipped car show 
to best advantage—before and after sale. 


=" An cena ?" Ms» 


The car buyer gets easy starting, quick 
warm-up, snap, smoothness, speed, econ- ~~~ 
omy, and service, so conspicuously supe- ( > 
rior that Carter-carbureted cars total more 

than a third of the entire American output! 





CARTER CARBURETOR CORPORATION, Saint Louis 
DIVISION OF AMERICAN CAR AND FOUNDRY COMPANY 
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Plugs for $1.75 


THE Ford owner buys this Splitdorf The price and quality make the mar- 
set because it represents quality he ket, the profit makes good business 
has to pay $2 to $2.40 for elsewhere. for the dealer. 


SPLITDORF ELECTRICAL COMPANY 
Subsidiary of Splitdorf-Bethlehem Electrical Company 
Newark, New Jersey 


SPLIT DORF 
HALF-DOLLAR 


WARE PLUGS a 


The price on this 
package keeps the 
cash register busy. 


See 


coe 
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Speed! Who doesn’t demand it? The Nelson Bohnalite Piston 
provides it. A remarkable development more and more 
recognized and endorsed by the leaders in the industry. Pick 
out any of the best performers—you'll find them equipped 
with Nelson Bohnalite Pistons. 
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You get power by stopping waste and reducing friction. Nelson 
Bohnalite Pistons do both. Only one third as heavy as the y % 
cast iron piston yet just as strong, and fitted closer, Nelson i ApS 
Bohnalite Pistons give a car eaten excess power. - de 


Greater Picku 


Plenty of action—always out in front—like stepping on the tail 
of a snake! That’s the snap you experience in motor activity ifa 
car is equipped with Nelson Bohnalite Pistons. Vibration elim- 
inated—flexibility improved—smoothness that astonishes. 
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BOHN ALUMINUM & BRASS CORPORATION ~ Detroit, Mich. 
Also makers of the famous Bohn Ring True Bearings 


NELSON 


peat 









PISTONS 


The Light Alloy Piston 
With the Steel Backbohn 


Heat treated for uniformity— 
strength and hardness. 














Special Alloy Steel 
Backbohns are cast 
in, to control expan- 
ston and maintain 
satisfactory clear é 
ances under al 

engine operating 

conditions. 
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The New Gardner 75 Roadster— 
75 miles an hour — 122" wheelbase 
—not alittle car but a husky man- 
size Eight in a variety of colors. 
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for the Roadster 






For years, you’ve wanted an Eight-in-line under $1200 — 
and now you can have it! The New Gardner 75! It is the 
world’s lowest-priced Eight-in-line. It is a man-size, qual- 
ity-built car that gives Gardner dealers the inside track 
with experienced car-buyers because it provides all the (... 
smoothness, power, speed and snap of the Eight-in-line ~~ 
for LESS than the price of many Sixes. > ~ 





It includes among its many advancements such modern 
developments as a new-type safety chassis with double- LL» 
drop frame, low center of gravity and extra heavy tubular Li 
cross-members — enclosed 4-wheel brakes —clear-vision | : 
bodies—Fedco Theft-proof Numbering System with Loss- 


of-Use insurance. 


Oo = 





Cae wae 


It has the appearance, the finish, the equipment and the 
performance to make a Gardner enthusiast out of the 
most skeptical cynic —and it sells at a price that opens 
up one of the biggest and most fertile fields in the entire 
automobile industry for Gardner dealers. 


Which means that—with the new Gardner 75—Gardner j / A es 
dealers are now all set to go out and get the business of | ) or 
that vast number of men and women whose hopes of 
owning an Ejight-in-line have heretofore faded away every 
time they looked at an Eight-in-line price tag. 


From now on, these price tags will mean SALES! 


LEDS AS SSN A SIR Bi 








The New Series 75 Club Sedan—Gardner 
quality from start to finish—beautifully 
appointed — no rumbles—no rattles— 
no head noises. 








for closed models 


This remarkable new Eight for LESS than the price of a 
Six is the inevitable result of Gardner’s four years of 
Eight-in-line pioneering, Gardner’s concentration on the 
Eight-in-line exclusively and the constantly mounting 
sales of the Gardner Eight-in-line. 


























The aggressive spirit of progress which Gardner has 
brought to the Eight-in-line field has made Gardner one 
of the most substantial companies in the industry today. 
Gardner’s ratio of current assets to current liabilities is 
11.2 to 1. And Gardner’s 1927 sales increase will exceed 
the 51% gain registered in 1926. 


Now, with the development of the New 75, even greater 
opportunities are opening up for Gardner dealers. This 
new Eight at $1195 completely rounds out the Gardner 
line, and gives Gardner dealers three great series of 
Eights-in-line — the New Gardner 75, the New Gardner 
85, the New Gardner 90. 


With these three series—every one an Eight-in-line and 
every one a quality car from headlamps to tail light— 
Gardner dealers can now invade all markets above 
$1000 and sell the Gardner Eight-in-line in competition 
with any car on earth. 


And make money doing it! 

















The New Series 75 Victoria Coupe— 

staggered seats for four passengers. The P 
New Series 75 Sport Coupe is similar in é 
exterior appearance, but provides seat- a 
ing arrangements for five passengers. ie 

















AnK 
what you could do with an Eight 
lake this ata price like this 


Think of the owners of Fours and Sixes who have wanted the 
smoothness, the power, the trigger-quick acceleration that only an 
Eight can give! You know how eagerly those people are going to 


snap up an opportunity to get an Eight for LESS than the price of 


a Six. Are you going to sit back and watch someone else walk 
away with that business—or are you going to A-C-T N-O-W— and 
cash in with Gardner on the World’s Lowest-Priced Eight-in-line? 
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The New Series 75 Sedan—new-type 
double-drop frame—internal expanding 
4-wheel brakes — vibration dampener. 


Luxurious Chase velvet mohair uphol- 
stery, French-type plaiting. 


ales Mgr. 
“he Gardner 
fotor Co., Inc. N.Y 


‘t. Louis, U. S. A. \\ Sy 


’m interested in the a 
Norld’s Lowest-priced \ ¢ 
tight-in-line. Please send \ Fi 
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(This will be held strictly confidential) 





Three Complete Series of EKights-in-line 
15 ‘Distinétive “Body Styles 


| Series 75 

Roadster .............. ............ 81195 
Victoria Coupe...... uiialictl 1295 
ppert Coupe...............:...... 1295 
Club Sedan ........................ 1390 
aR roe eenneNr ere 1495 
Club Sedan De Luxe... 1495 
Sedan De Luxe............... 1595 


Series 85 
Roadster ..................... ..... 81695 
4-door Brougham ............ 1875 
Sedan... oooccccecccceceeeee 1895 
Custom Coupe... .............. 2095 
Series 90 
Roadster |... $2095 
4-door Brougham............ 2275 
Re 2295 
Custom Coupe.................. 2495 


Get the whole Gardner story — NOW — before your territory is 


closed. Remember, it will be a lot easier to sell the Gardner 
Eight-in-line in 1928 than it will be to sell against it: 
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U. S. 1/2-inch 
Special Drill 


f = ( [450 R. P. M. under full load | 





‘Tus amazing value is now made 

possible by new factory economies, 

increased production and volume 
sales. Ask your jobber. 


THE UNITED STATES ELECTRICAL TOOL COMPANY 
Oldest Builders of Electrical Drills and Grinders in the World 


2497 West Sixth Street Cincinnati, Ohio, U.S.A. 


Co 


Portable Electric Drills 


Cd ab b aks Ub af- td de) bad at) at 





Export Sales Representatives WESTINGHOUSE ELECTRIC INTERNATIONAL CO.—150 Broadway, New York City 
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‘DIPPED TIR' 
he Dire Deluxe 


These four tires are sold direct and 
at lowest prices in history~quality 
Tire Dealer to meet any class of 


Firestone places its world-wide resources and facilities behind the regular, service-giving 
tire dealer—with a tire for every purse—and a better value in every price class. 


How This Extra Value Is Possible 


Firestone specializes in the production of tires exclusively and the great Firestone factories 
are recognized by the industry as the world’s most efficient and economical tire plants. We 
secure raw materials direct from the planters through our own buying organization located 
throughout the world. Direct buying enables us to purchase our crude rubber and cotton 
on the most economical basis by eliminating middlemen’s profits. 


A Better Tire for Every Purse 


For the largest group of tire buyers—those who know the economy of highest quality— 
there is the Firestone Gum-Dipped Tire. The Firestone process of dipping the cords of the 
carcass in a rubber solution to provide extra stamina and mileage has a strong appeal t0 
millions of motorists, as well as toa big majority of operators of trucks, buses and taxicabs. 


Oldfield provides a high quality tire designed and built according to Firestone principles, 
which will give uniformly longer service than the special brand first-grade tires of so-call 
distributors and mail order houses. 


FIRESTONE TIRE & RUBBER COMPAN! 
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COURIER 





AIRWAY 


exclusively to regular Tire Dealers 
for quality~enabling the regular 
competition in any market ¢ 7 » 


Courier, with many of Firestone’s special mileage features in tread and carcass, and with 
the Standard Tire Manufacturers’ Warranty behind it, gives uniformly longer service 
than the second-grade tires of so-called distributors and mail order houses. Airway meets the 
low price competition of the special brands of so-called distributors and mail order houses. 


Present Expansion Program Means Added 
Advantages for Dealers in 1928 


We have recently added to our manufacturing facilities the largest and best equipped tire 
labric mill in the world. We have under construction a most modern tire and tube factory 
on the Pacific Coast, made necessary by increased demand for Firestone Tires from that 
vast and fast-growing territory. 


With this new plant in operation early next year-our great Akron plants will serve exclu- 
sively the needs of dealers in the East, South and Middle West. We are proceeding 
fapidly in our million acre Liberian rubber plantation development and we are adding 
to our facilities in the Far East. This great expansion program will place us in a better 
Position than ever before to help and support our dealer organization and the many 
new dealers who are joining with us for 1928. 


FIRESTONE PARK - AKRON, OHIO 


THEIR OWN RUBBER... 
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FOR AN 8-IN-LINE 





WITH 
Standard ~\" 
4-door 5 - Passenger 
SEDAN 


GS-7 
8 When you get the full facts 

about the ELCAR 8-78, 
./ you'll agree, Mr. Dealer, 
that here’s the money- 
maker and business-winner that you’ve 
been looking for. Think of your ad- 
vantage as an ELcar dealer, offering 
this big powerful car of unequalled 
comfort and astonishing performance 


for $1395. This price sets a new value 
standard for a high-grade Eight. 


ELCAR 8-78 has the famous Shock-less 
Chassis on a 123” wheel base. The series 











TravelAir A, 1 C 


AGE 
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F.O. B. ELKHART, INDIANA 
Freight, tax and Special Equipment Extra 












—S 
Ga 


. 


\s \K 


ch-less Chassis 


includes a 5-passenger Sedan, 4-pas- 
senger Coupe, 5-passenger Touring, 
4-passenger Roadster. 


Now is your time to act if you want 
to handle this car which will be one 
of the sensations of the coming auto- 
mobile shows. 


Learn about the new ELCAR line— 
20 models— $1195 and up, F. O. B. 
Elkhart. Liberal discounts. Full co- 
operation and support. Write or wire 
for information about franchise and 
available territory. 











ELCAR MOTOR COMPANY = ‘Builders of Fine Vehicles Since 1873 = ELKHART, INDIANA 
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RECTIFIERS 


Made by General Electric Company 


Distributed under Weidenhoff Name Plate through the 
automotive jobber. 


Incorporates all the features of the new G. E. Tungar— 
increased capacity — increased efficiency—-new low 
prices. 


CAR DEALERS 
TIRE DEALERS 
GENERAL REPAIR SHOPS 
BATTERY STATIONS 


For the shop operating on a paying basis, or one losing money, 
Battery Charging offers these exceptional advantages—more profit 
from present customers, a strong appeal for new ones, thus forti- 
fying the established business against competition. 

Or Battery Charging will quickly and surely establish on a 
profitable basis the shop now losing money. 

Millions of radio batteries, plus constantly increasing car regis- 
tration, proves the field for battery charging profits. 


A few feet of floor space and a small down payment starts you FIFTEEN BATTERY 





making money day and night, 24 hours a day, 7 days a week. No Weidenhoft 

previous experience necessary. Any shop man can take care of Rectifier 

this department and devote so little of his time to it that it will 

not interfere with his present work. en with a current gee 
° . , , switch, ammeter, snap switch, con- 

In many shops, Battery Charging will unfold still greater possi- trolling A. C. and D. C. currents and 


bilities which may be taken advantage of, as experience suggests. 


a two-position tap switch. In the 
This includes the addition of a Battery Repair Department, as 


UP position it has a capacity of from 


. . . one to seven 6 volt batteries. In 
heed in band ath chong new batteries, both of which ee position from eight to fifteen 
P atteries. 
All of this is possible when you buy the New Improved Weiden- Overnight charging without atten- 
hoft G. E. Rectifier, which has higher efficiency and greater bat- sian A ects“ lng + Oe 
tery capacity at the reduced prices natin space. 


now in effect. List Price ..... pg $7500 
mee (East of Rockies) — 
WEIDENHOFF SHOP EQUIPMENT : Se 


for Battery and Electrical Service r — —— 
4358 Roosevelt Rd. Chicago, Ill. ne 

: ”s FULL WAVE 

Weidenhoff Rectifier 

Provides one-day charging service 
for up to thirty batteries at the lowest 
cost. Will charge 15 batteries in an 
average of 20 hours, starting at 12 


amperes tapering automatically to a 
low safe finishing rate. 


ment is practically : List Price ... vee. $ 00 
your only _invest- (East of Rockies) — 


ment. Ask Your Jobber or Write Us 





Don’t overlook the 
Weidenhoff easy 
payment plan. 


The first down pay- 
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This Bumper Will Make You Money! 


T’s doing just that for dealers everywhere. It’s endowed with sensational selling 
features, that’s why. Here’s the utmost in collision protection—plus a pair of 

powerful safety driving lights. They’re some lights, too. Illuminate the road 

from ditch to ditch. No glare to blind oncoming drivers. Set directly ahead 
of the tires, they assure a full share of the road. No more danger of sideswipe. 
Driving lights are an integral part of the Bright Bumper, and fully guaran- 
teed against breakage from any cause. Write today for all the Bright Bumper 
facts, and your discounts. 


The Warren Tool and Forge Co. Warren, Ohio 


Bumper Ends—Lenses— Reflectors 
Guaranteed Against Breakage 
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Good Advice Makes Friends 


A& a dealer, you are relied upon by your customers to 
offer good advice on any point in connection with 
the car you sell. 


When re-finishing is in order, your safe course 1s to 
recommend an Authorized Duco Refinisher, for only 
Duco gives Duco results. 


Then, if a minor accident calls for a touch-up, your cus- 
tome herever he is—can match that color exactly and 
promptly at any of 5000 Authorized Duco Refinishers. 





Your advice can build goodwill and future business for 
you. 


E. I. du Pont de Nemours & Co., Inc., Chemical Prod- 
ucts Division, Parlin, N. J., Detroit, Mich., Chicago, IIl., 
San Francisco, Cal., or Flint Paint and Varnish Limited, 
Toronto, Canada. 





REG. U.S. PAT.OFF. 


There is only ONE Duco ... DU PONT Duco 








PAINTS 


a 


- « WVARNISHES. .- ENAMELS . 


DUCO 
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VALUE 


Today, more than any time since the dawn 
“oP of the automotive era, the value of 
good dealers is appreciated 


A 
H 


With more than 22,000,000 motor vehicles in operation—with an 
ever-expanding market for new cars, replacement parts, maintenance 
machinery and equipment, accessories, etc., there are increasing 
opportunities for merchandising minds within the factory, and out 
in the field—up and down the firing line, in every city and town in 
the country. 


A splendid job of reselling is being done by 100,000 dealers and 
service station owners. The list will change during the coming year. 
Those who lack merchandising intelligence will pass out. New 
ones will take their places. 


For more than a quarter of a cen- ing them to profits and success. 
tury the Chilton Class Journal A great work! Interesting and in- 
Company has _ substantially ben- spiring work. Constructive effort 
efited the industry by bringing that has helped manufacturers to 
new dealers into the field, by lead- SUCCESS. 


The coming National Automobile Shows Issues of 


Automobile Trade Journal 
and Motor Age 


Will reach more than 85 per cent of the entire dealer purchasing 
power in the United States. They will prove all powerful as adver- 
tising media for manufacturers who want their merchandise mes- 
sages thoughtfully considered. 


You have time to come in! 


Automobile Trade Journal— Motor A ge— January 5th 
January Ist issue—last forms issue — last forms close De- 
close December 20. | cember 31. 


Please send advertising copy promptly. Address: 


Chilton Class Journal Company 


Chestnut and 56th Streets 
PHILADELPHIA 
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Especially Important 
These Next Few Months 


In the winter months just ahead, radi- 
ator hose will be called upon to with- 
stand the severest kind of wear. Boiling 
water and steam will soften the inside 
rubber lining and anti-freeze mixtures 
of various kinds will “eat” at this lining 
constantly. It’s more important than 
ever, now, to protect customers by giv- 
ing them the hose with the tougher 
rubber lining—the Gates Vulco. 





Your Nail 
Tells the Tale 


Try to chip the tough rubber 
lining of Gates Vulco Hose with 
your thumb nail—then make 
this same test with any other 
hose. You will notice quite a 
difference. It’s this inside lining, 
you know, that has to stand the 
attacks of hot water and steam 
and anti-freeze mixtures. That’s 
why the tougher rubber lining 
of Gates Vulco hose is important. 


GATES HOSE 


Manufactured By The Gates Rubber Company, Denver, U. S. A. 
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JUNKED MOTOR MADE NEW!!! 


Read this unusual letter 


‘‘In reply to your letter of Sept. 12th, it will 
be entirely satisfactory for you to use my letter, 
but would like to add that this Ford block was 
taken out of the iunk pile. This block developed 
a knock after it had been driven about 20,000 miles. 


I tried to recondition this block by using a hone, 
but failed to get rid of the knock on account of 
one cylinder not being true with the crankshaft. 
After purchasing your Stormizing outfit I was de- 
termined to find out if this block could be recondi- 
tioned. I have proven that this motor is in first- 
class shape and runs as good as a new Car.’’ 


WM. R. MOSS—Sheridan, Indiana 
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Dont expect any hone to do 
_ all that thisSTORM Machine does 


A hone is all right as far as it goes. It’s a necessary tool and okeh for 
certain jobs and polishing—but it’s a “Floating Tool” and follows-the- 
hole, so don’t expect it to realign cylinders. 


HE car builder first bores the cylinders for accuracy—then hones 
them for smooth finish. This procedure is doubly necessary when 


cylinders are being reconditioned because wear is never uniform through- 
out a cylinder. 


Remember—tully 90% of the motors needing reconditioning have one or 


more cylinders worn out of alignment. Out of alignment is when 
a cylinder is not at right angles to the crankshaft. There’s one way 
and only one, to realign a cylinder. It consists in making a new 
bore that is square with the crankshaft and giving the new bore a 
final polish with a hone. 


The STORMIZING Process enables you to give your customers 
this factory-proved method of reconditioning cylinders. STORM- 
IZING accuracy is due to the machine itself instead of the man 
who runs it. That’s why any mechanic can operate the STORM. 
In addition, the machine is practically automatic, which lowers your 
labor cost and increases your profit. 


Our booklet “Stormizing As a Business and Process” fully explains 
cylinder reconditioning and is a valuable source of reliable infor- 
mation. A copy will be sent you free of charge. Write for it today. 


STORM MANUFACTURING CO:, INC. 
406 (A) 6th Ave., South pb MINNEAPOLIS, MINNESOTA 


STORMIZING 


THE ACCURATE METHOD OF CYLINDER RENEWING 











Immediately 


Start This Service 


Open and Close Your Garage Doors 
—at the touch of a switch! 


Order by Mail 
You can have AIR-LEC service al- 








The greatest time and money saver 
offered the garage owner today. 
With AIR-LEC service you open 
and close any type and size doors by 
merely touching any of the conven- 
ient switches. No need to drop work, 
no need to walk to the door. 


SCHOELKOPF MANUFACTURING COMPANY 


Madison, Wisconsin 
ee | 


Without obligation, please send me information on Air-Lecs for | 
handling doors as follows: 


Consider this our order for Air-Lec to handle doors as follows: | 


Size of doors—feet wide............. ee 
Type of doors—double....... CME. . seeks , swipging....... : 
coweeed CE + c.0 as aeg i Gh. «000 «ge OBc cade | 
a Sr rr re ee ee re | 
Distance floor to ceiling......... feet. Air pressure........ lbs. ] 
a Te ee ne eS re 


most immediately. Fill out the in- 
formation blank to the right and we 
will ship you an AIR-LEC which 
will operate your doors. Fully 80% 
of our orders come through the 
mails. Satisfied users are our best 
salesmen; they sell AIR-LECS for 
us. If you want further informa- 
tion, check the coupon accordingly. 


Saves Time and Trouble 


AIR-LEC will pay for itself in the 
cutting of fuel bills and labor costs. 
And customers will appreciate the 
warmth and comfort of your garage. 
Address the Schoelkopf Manufac- 
turing Company, Madison, Wis- 
consin. 
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MAKE $250.00 


PROFIT 
on the sale of $62.50 


worth of Grease 


—S 


Let Us Show You 
How to Do 


It 


—— 


BOOKLET FREE 


—— 


American Hoist 


Corporation 


2420 East 14th Street 
CHATTANOOGA, TENN. 






















































I WANT 


An Automobile Specialty 


FIRST 


Sells to the automotive 
and hardware jobber and 
from dealer to automo- 
bile owner. 


SECOND 


Suitable for advertising 
in a big, national way, 
to create consumer de- 
mand. 


THIRD 


Having at present some 
distribution. 


FOURTH 
Has possibilities of in- 
creased sales by selling 
nationally. 


FIFTH 


Offers profits sufficient to 
take care of advertising 
campaign. 


[I GUARANTEE TO 
YOU, PROVIDED 


YOUR SPECIALTY 
CONFORMS TO THE 
ABOVE OUTLINE, TO 
NEGOTIATE WITH 
YOU ON THE FOL- 
LOWING BASIS, FOR 
MY CLIENT: 


Assume all selling and 
advertising expenses; 
carry all of the jobber 
accounts so that all you 
do is manufacture. My 
client has elaborate na- 
tional sales organization; 
has been successfully op- 
erating in the automotive 
accessory industry for the 
past 25 years; name na- 
tionally known; covering 
entire country with their 
own salesmen; can fur- 
nish bank reference. 


Please answer the five 
questions fully by letter 
so that appointments can 
be made to investigate 
personally. 


Box 6308 ‘‘Motor Age’’ 











Cee 


Speedometer Parts in Stock 
for 8 Nationally Known Makes 


You can get matchless service from A-O-K 
when you are in a hurry for speedometer 
parts. Complete stocks maintained for 
these nationally known makes: Stewart, 
AC, Johns-Manville, Corbin-Brown, War- 
ner, Van Sicklin, Jones and Standard. 

























A-O-K parts are guaranteed to be accurate 
and to give extra long wear. Write for 
prices and trade discounts. Swivel Joint 
& Shaft Co., Plymouth, Indiana. 


Swi 





























SAVES TIME AND 
MAKES MORE MONEY 


The Stewart method of reconditioning old motors is 
easy to sell to your trade. The Stewart Valve Seat 
Tool accurately cuts away old valve seats. The driv- 
ing tool drives a Stewart Inserted Valve Seat snugly 
into place. Grind in the seat and the job is done with- 
out removing the motor. A greater margin of profit 
is made on every job. Price is low. Every tool guar- 
anteed against defects. 


STEWART DEVICES CORP. 
209 Marquette Bldg. 


STEWART 


INSERTED VALVE SEATS 


AND 


A/AN AVA cies) oY ee COLO) es 


Detroit 
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= The New Hutto With 


Sleeve Adjustment 


GREATER SPEED—The new HUTTO 
speeds up cylinder grinding because it 
eliminates the necessity of removing the 
electric drill to make adjustment. The 
operator merely turns the knurled sleeve 
of the grinder. 


The HUTTO GRINDER has always 
produced accurate work far beyond com- 
mercial limits which no one else has been 
able to approach. The sleeve is 5” long 
so operator can make adjustment in the 
bottom of the bore. 


Consider This When Buying a 
Tool for Cylinder Reconditioning 


First, you have to consider that there is more stock to be 
removed from the lower end of the cylinder than at the top. 
Since the amount of stock removed governs the stone wear, 
it is evident that there is more wear on the lower end of the 
stones when it is necessary to remove from three to four 
times more stock from the bottom than from the top. The 
Hutto full-fioating cones compensate and take care of this con- 
dition automatically. 





The second problem to consider is uneven density of hardness 
of stones from one end to the other, which varies from 2% 
to 50%. Even the Hutto stones, which are made on a special 
machine constructed to overcome these conditions, vary from 
2% to 5%, which means that even though the cylinders are 
perfectly straight, you still need a tool with compensating 
cones to take care of uneven stone wear. The Hutto Grinder 
meets all these conditions. 


STANDARD MODEL-A....... PTTTTTTT TTT TTT TTT TTT eT, 
POTEW = PROD AT 4 2c ccccvcccsccvcccccccsccscsecccsscccss 55.00 


HUTTO ENGINEERING CO. 
519 Lycaste Ave. Detroit, Mich. 
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SIMPLEX 
Piston Rings 


give you six outstanding advantages. Stop oil 
pumping, stop piston slap, stop compression loss, 
force cylinder lubrication, reduce wear and _ in- 
crease power. Two Simplex Piston Rings to each 
cylinder, installed by the Simplex Method, recon- 
dition worn motors without resizing cylinders and 
installing new pistons. 


Send for the Simplex Method of reconditioning motors 
without cylinder machinery, and make more money. 


The Simplex Piston Ring Co. 


of America, Inc. 
1971 East 66th St., Cleveland, Ohio 



































If jobber does not —) 
write direct 
Genuine 

APEX Innerings 


Guaranteed to stop oil pumping 


THOMSON MFG. CoO. and piston slap and renew mo- 


Dept. 21 Peoria, Ill. tors without re-boring. 




















VESTA 


BATTERIES 


VESTA BATTERY CORPORATION 2100 Indiana Ave., Chicage, U. S. A 
Central Distributors in 65 Leading Centers 
































PROFITABLE 
WORK WITH 
A 






You can do a lot of profitable 
auto glass repair work with a 
Lange Glass Edger—make money 
replacing broken windshields, 
body glass, etc. Our machines 
are used all over the world. 
Experience not mecessary, as 
our complete instructions give 
you all the information you 
need to go into business as an 
auto glass repair expert. Write 
us today for particulars. 


HENRY G. LANGE MACHINE WORKS 
166 North May Street Chicago 






























Valve Face 
i.“ Grinding Machine 


—with the NEW Sioux Roller Chucking System. Amazing accuracy and 
speed. Investigate before you buy. 


Your Jobber Sells It 


ALBERTSON & CO. 
SIOUX CITY, IA. 
























FOLLETT’S «8% TIME STAMP 


accounts for every labor minute 


Prints the year, month, day, hour, 
minute, A.M. or P.M. at the exact 
moment the plunger is pressed—like 


FREDERICKS 


Rewinds 


New tow prices: Rewinding or exchanging any 
two unit type of automobile generator or 
starter armature, $2.50. Any type of Ford 
armature $1.50. Special prices on Ford 
armatures in quantities. 


H. M. FREDERICKS CO., Loek Haven, Pa. 














this, for example: 


NOV 19 620 438 PM 


Tells when_a job is started—and when it is 
finished. There can be no dispute over the 
Learn the inter- time charge. 

esting details Absolutely automatic — except for winding. 


from our de- 7 
scriptive data. Every machine guaranteed. 


Follett Time Recording Co., 217 High Street, Newark, N.J. 
“Established Since 1904” 





Makers of 
the worlds 
best known 


fam belts. 








— 

















Stops Pump-shaft Leaks and 
Saves the Winter Solution 


CONNEAUT PLASTIC METALLIC PACK- 
ING will keep the water-pump tight no matter 
what winter solution is used. 


All sizes in one can. Stocked with your Jobber 








DEEMED sconcesoveseecce $1.75 per 1b. 

GB He GER coccscccocecs wees $1.60 per Ib. 

THE CONNEAUT PACKING CO. 
| + ee Conneaut, Ohio 











aeeteaindeeenetl 



































December 1, 1927 








GENUINE ONYX GEAR SHIFT BALLS 


Every owner of a new car wants a gear shift 


ball of real onyx. The demand is for highly 
" A- V A-PAT colored balls. Be sure they’re Yavapai Onyx. 


Made to fit all shift levers. Quick profits 
List Price 


for dealers. Order today. 
in the U.S. A. 





See your jobber or send us his name. 
$2.00 Dyersville, Iowa, U. S. A. 
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7 More Air per 
orsepower 


KELLOGG MFG. CO. 
200 Humboldt Street Rochester, N. Y. 

















YAVAPAI ONYX CORPORATION 
a The tlerlite 
MG sj 3 J The Waving Stop-light 
= Fits Any Car 


The Iler Electrical Mfg. Co. 
Cleveland, Ohio 





5103 Lakeside Ave. 





Bellevue 
SPRING 
CONTROL 


Actually Controls 
the Car Spring |} 


The Bellevue Mfg. Co., Bellevue, O. 








Write for 
Catalogue 



































SHOCK arr USER 





LANDIS ENG. & MFG. CO. WAYNESBORO, PA. 














Sell Cooper Heaters 


CUT-OUTS—DASH CONTROLS 
A complete line of Exhaust Jacket Type 
Heaters—Specials for Chevrolets and For 
COOPER MFG. CO., Marshalltown, lIa., Exclusive Sales Rep- 
resentatives THE FULTON CoO., Milwaukee, Wis. 





























LYCOMING Motors 


Fine Fours, Sixes and Eights-in-Line 
LYCOMING MANUFACTURING COMPANY, Williamsport, Pa. 


(Years Ahead in Automobile Motor Efficiency 





AYENEL 


AUTOMOBILE 


Steam Heater 


One model fits all makes and types 
of cars and gives moist, healthy 
heat, without any odor instantly. 


JUDD & LELAND MEFG. CO., Clifton Springs, N. Y. | 




















Two Hones in 


Solid Pressure Spring Pressure 


TANADIATO 


nageoroot —— repeated boilings and freezings. Built to last the full 
life of the car. Complete radiators for Fords, Chevrolets, Dodges and 
mzeells. Cores for all cars and TRUCKS. If not at your jobber’s, write 


J. C. Black Mfg. Co., Inc., Oil City, Pa. 








TIMKEN 


Tapered 

















— 





OLLER BEARINGS 


WAP a postage stamp for 

thousands of dollars worth of 
real facts on Car Washing. Send 
for your free copy of the hand 
book. 


MANLEY MFG. CO. 
York, Pa., U. S. A. 

















SCHEE 


Finest CARBU RETORS 








Finest 
The Wheeler-Schebler Carburetor Co. 


a 








Indianapolis, U. S. A. 





See 








PROTEX-A-MOTOR 
<7 eS OS PURIFIER 


JUNIOR MODEL 


Fits Ford, Dedge, Showehe. Chrysler, 
Erskine, Essex, Flint aleon-Knight, 
Maxwell, Oakland, Oldsmobile, Over- 

land, Pontiac, Star, W Standard 

Medel, $5.00. PRO X-A- MOTOR 

MFG. "CO., Pittston, Pa. 



































CLASSIFIED ADVERTISING 


Ten cents a word is the rate for all undis- 


D AD CLASSIFIED 


To locate business opportunities 
To sell, rent, exchange or buy 
To find men or employment 





Played advertisements set solid, regular want 


ad style; minimum charge $1 an insertion. 
All capitals, 12c a word; all capitals, leaded, 
1Sc a word. Payable in advance. 








TTT trey 





FOR SALE 
INVENTION on absolute new Route Indicators 
and new advertising machine; detailed speci- 
fications 7 rene, Patented in U. S. A. and 
Canada. . Coleman, Lynch, Kentucky. 


THE CLASSIFIED DEPARTMENT 
WILL HELP YOU 
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Every car sale 
is an opportunity 
for two 


Weather King Sales 











Pg 











WEATHER KING CAR HEATER 
—a real hot air heater—fume proof— 
because the fresh air taken into the 
funnel passes through a heater unit 
that surrounds the red hot exhaust 
pipe. This fresh air is then heated 
and forced into the car through a 
floor register. No fumes or gases— 
just abundant heated fresh air. One 
model is made in three sizes—fits 
all cars. 


WEATHER KING SHUTTER—an all weather shutter— 
open fully in warm weather—closed fully on zero days—for 
ordinary winter driving the bottom half closed (it’s the bottom 
of the radiator that freezes first) and the upper half open for 
ventilation to prevent overheating. Operated from the dash 
by a friction locking control. Two really seasonable items. 
Priced right—merchandised right. Two profits, two products 
for the investment formerly put in one. 


Ask your distributor—or write us direct. 


METAL STAMPING COMPANY 
Long Island City, N. Y. 


Swivel-type Register 

















Car Heaters and Radiator Shutters 
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The Advertisers Index is published as a convenience, and not as a part 
Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 


E 
Elear Motor Co ..... 


1 


" 


F 
Parran-Oid CoO. ...cccccccccs 
Firestone Tire & Rubber 
eee eee 78. 7 


Follett Time Recording Co. 


Fredericks Co., H. M. 


G 


Gardner Motor Co., 73, 74, 79, 


Gates Rubber Co. .......... 
General Motors Corp. ..... 
Gilmer & Co., Es. Bh. oes ccces 
Goodrich Rubber Co., B. F. 


Hall Mfg. Co. 
Hutto Engineering Co., Ine. 


aoa ede so eee e. 8 O99 


I 
Iler Electrical Co. 


J 
Judd & Leland Mfg. Co. --: 


K 


Kellogg Mfg. Co. 


Q8 


\\ 


5) III 2 LI a 


Lange 















































Hi il ‘i 


TH, 
i || 
iE iN 


fe 





Landis Eng 


Ma 
Henry G. 


Lycoming 1 


Manley Mf, 
Metal Stan 
Mohawk Ci 
Moto Mete 


Nash Mot 
New Depa 


Vids Mote 


Packard 


Price-Ho 
Protex- A 








NT 








December 1, 1927 


Pe MUUAN AT SA LA TT ait il 





I C bel ee 


i L , 
qvertis| 





L 

Landis Eng. & Mfg. Co. ... 89 
Lage Machine Works, 
| are re ee eee 88 
Lroming Mfg. Co. ........ 89 


M 
Manley Mfg. Co. ........... 89 
Metal Stamping Co. ....... 90 
Mohawk Corp. of Illinois ... 92 


Moto Meter Co. ...Second Cover 


N 
Nash Motors Co. .......... 6 
New Departure Mfg. Co.... 7 
O 


Vids Motor Works 


~] 


cr 


ee eeeeeneee 


P 
Packard Electric Co., 
: Back Cover 
rrice- -Hollistey er 66, 67 


Protex. A- -Motor Mfg. Co.. 89 





SeRRRE BESSA fd apd 6 bss baba fd fd a xd zd pcos bcd bcd sa a ed bed od PSPS Pd 


















‘ 


S 
Schoelkopf Mfg. Co. ........ 86 
Simplex Piston Ring Co. of 
hee, BM on ceeseeuwns 88 
Splitdorf Electrical Co. .... 71 
Stewart Devices Corp. ..... 87 
Storm Ble. Ce, BG. cesses 86 


Stutz Motor Car Co. of Amer. 
Front Cover 


Swivel Joint and Shaft Co. 8&7 


Tv 
Thomson Mfg. Co. ......... 88 
Timken Roller Bearing Co. 89 


U 
U. S. Air Compressor Co.... 63 
U. S. Electrical Tool Co..... 77 
V 


Vesta Battery Corp. 


WwW 
Warren Tool & Forge Co... 82 
Weidenhoff, Joseph ....... 81 
Wheeler-Schebler Carburetor 
Tk cntaseeeaeuseneentnenes 89 
Williams & Co., J. H. ...... 64 


World Bestos Co., 
Third Cover 


Wyman-Gordon Co. ....... 3 
Y 
Yavapai Onyx Corp. ....... 89 






HC, fi ih A i 


i a li i Al A ii A 


me il n He 





PSUR ESSE ES 


MOTOR AGE 


re 






th 






BEAIPE¢IPE4 bEq|bE4|bE4|bE4)bE4)PEd bE 4 bE diab Ed) bEd bed BEd bEdbEd bed bE 


BEdibEd 4 





3o3%) 


PEqiPE4) 





p44 


PEdpzd bsdlpsalpzd zd xd dsdpsd bod pa) bsa)psalozalpsa)psd)osa)bsdlbxd exdlbxd bxdlbcd bxd bxdibed bealbxalbed ped|pcdlpxdipcdlped cdbsd)esd]ess/ecd)ead)ecd)exd)ead 


x 









Good Profits Ahead 
For Several Years 


EN million model T Fords on 

the road offer a market for 
Pioneer Engine Supports for several 
years to come. Show the Ford owner 
a Pioneer Engine Support—tell him 
what it will do for his car. Make a 
window display of Pioneers, and keep 
a display card on your show counter. 
Remember, there’s a good margin of 
profit for you on every Pioneer Engine 
Support that you sell. 


Sell Pioneers and triple your profit 
on repairing broken crankcase arms. 


Pioneer 
Engine 
Support 


Trade Mark Reg. 











Pioneer License Plate Brackets 
Fasten onto front and rear bumpers 
A great convenience when replacing license 
plates. 


Furnished in japanned or nickel-plated finish. 
Japanned, 50c pair; nickel-plated 75c pair. 





Pioneer Replacement Windows for Fords 


Installed in 20 minutes. Simply con- 
_ structed... Heavy, clear glass. Rich 
black enamel frame. Makes a tight, 
rattle-proof window. Made by one of 
the oldest established replacement 
window manufacturers. Catalog 
sent free. 





Our dealer proposition is an attractive one that 
will net good profits. Are you on our lists? 


The Brewer-Titchener Corporation 
108 Port Watson St. Cortland, N. Y. 

















































The beautiful consolette shown 
above is probably the greatest Elec- 
tric value in the entire radio field. 
Ready to operate. Completely 
equipped including Mohawk Pyra- 
monic speaker. Nothing more to 
buy except AC tubes. One of the 
— popular models of all Mohawk 
Electrics that you can 

oom for... aoa $152 


me / 
: G 




















A table model recommended for 

those who already have a satisfac- 

tory speaker and who want electric 

radio at the lowest cost 

and that you can sell for $112 
Tubes additional 


Other Mohawk Electrics that 

you can sell for $174.50, 

$209.50, $239.50 and $319.50. 
Tubes additional 


Prices slightly higher 
west of the Rockies and in Canada 
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that you can sell for Mf. , = 


BATTERY MODEILS$ 
A$ LOW AS 56750 


Electric radio is not new. But it remained for Mohawk, 
Originator of One Dial Radio, to offer reliable Electric 
Radio at prices which will produce volume sales. 


Mohawk Electric is not a makeshift. Each Mohawk 
Electric receiver is a real AC set, operated by AC tubes, 
without batteries or any other accessory. 


Nor has quality of reproduction been sacrificed in any 
way. The convenience of AC operation has merely been 
added to the standard Mohawk receivers—to the well- 
known standards of performance that have made Mohawk 
successful in the past. 

As for prices, they are in keeping with Mohawk policy 
—they are the lowest in the field. Note this: Every standard 
Mohawk receiver is now available in an electric model. 
And the price, complete except for tubes, is only a little 
more than that of Mohawk battery models with no acces- 
sories. The two models shown are leaders. Other prices 
range to $319.50, less tubes. 


The Mohawk franchise is today more valuable than 
ever. Because Mohawk dealers do not have just another 
electric radio to sell, but Electric Radio by Mohawk, at 
Mohawk prices. Wire for details! 


Mohawk Corporation of Illinois—Chicago 
| In Canada: Mohawk Radio Limited, 14 Temperance Street—Toronto, Canada 


BATTERY MODELS 
ranging in price from $67.50 to $275 










OnGF pial ¢ 


Manufactured under RCA patents, Hogan patent No. 1014002 and Mohawk patent No. 1573374 





December 1, 1927 





























Courtesy of the New York Fire Department 


THEIR LAST RUN— 
AND NOW 


Danger Decreased “HOLDS — 


As the fire hazard of the mod- Wet or Dry” 

ern city demands efficient, 

modern, motorized fire appa- A New Compound—Grafild— 
ratus, so the increasing volume __ graphite and asbestos felted to- 
and speed of modern traffic gether—spun into an armored 


make the motorist feel the yarn, treated to prevent carbo- 
need of modern, efficient-dif- nizing — eliminates scored 


ferent brakes. drums, resists squeal, requires 
Make your good work better. Give 7 


your customers better braking with less foot pressure. This makes 
Grafild Brake Lining. for better braking. 


“GRAFILD IS DIFFERENT” 


RAFILT) 
‘Holds Wet or Dry” 


Send in this advertisement for complete information 





























WORLD BESTOS CORPORATION 52 COURTLAND ST., PATERSON, N. J. 











LUCIE UM 
TRADE MARK : 


is never seen,except on goods 
— of honest value _ 


: —_ 
Soo wo 
ate AKHE soeee 


I ESOP 
38.5 SSA 


Convenient-for a quick, profitable sale 


“The Greatest Development of 
the Year 1927 for the Trade” 








a ten thousand mile old 


car is a prime prospect for 
a Packard Ignition Cable Set. 


Increased power, a smoother 
motor, and a distinct saving 
in gas will result from the 
installation. 


Sets come complete in a neat 
attractive shelf package and 


can be installed without tools, 
other than a knife, in fifteen 
or twenty minutes. 


The prominent jobber quoted 
above was thinking in terms of 
dollars and cents profit when 


he classed this development 
first for 1927. 


Packard Jobber Salesmen can 
give you the complete story. 


Tests made on average cars in service, by Prof. H. M. 
Jacklin at Ohio State University, have proved con- 
clusively that an increase in power and a saving in gas, 
amounting to between 10% and 60% resulted from replacing 
old spark plug cable with a new Packard Ignition Cable Set. 











